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VOICE ef the TRADE 


THE transition of the United 
States from an agricultural to an in- 
dustrial economy, with a steady in- 
crease in the wage and salary earn- 
ing class and rising wage levels, is 
reflected in a compilation of facts 
issued by the Chamber of Commerce 
of the United States. 


EMPLOYMENT: To provide for 
the material requirements of the 
129,000,000 people of the United 
States 46,697,000 persons were em- 
ployed in May, 1937. Industry, in- 
cluding manufacturing, construc- 
tion, power, etc., employs 15,460,- 
000 persons, compared with 10,- 
954,000 for agriculture. Govern- 
ment in the United States—Federal, 
state and local—has the longest pay- 
roll—nearly 3,500,000 regular em- 
ployees. Eighteen major industries, 
turning out goods unknown 50 years 
ago, employed 1,123,000 workers in 
1929 and the number has since in- 
creased. Business—all producing, 
distributing and servicing activities 
—-paid out in four depression years, 
1930-1934, eighteen billion dollars 
more than it received. 

THE WORKERS’ SHARE: La- 


bor’s share of the total income paid 


to employees was larger in 1936 
than in 1929. Labor now receives 
66.5 cents of the national income 
dollar. Average earnings per hour 
were 46.4 cents in 1919 and 57.2 
cents in 1936. In terms of 1929 
purchasing power the average year- 
ly wage per full time wage earner 
increased from $1,337 in 1929 to 
$1,678 in 1936. The- average work 
week has been shortened from 56.7 
in 1900 to 38.9 in 1936. Child labor 
in industry and commerce has prac- 
tically disappeared. 


A. B. COHEN, of United States 


Shoe Corporation, Cincinnati, Ohio, 
writes from Paris: 





“Conditions in England are very 
good. Big as well as smaller indus- 
tries seem very optimistic about the 
future. 

“The British Dominions and 
Colonies are now in a fair way to 
complete recovery and in a few 
years should increase considerably 
the trade with Great Britain. The 
steel industry is booming due partly 
to government rearmament. Their 
number of unemployed has been re- 
duced to 1,508,000 in 1936. 
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“Shoe factories are going at full 
production and are gradually be- 
coming conscious of the fact that 
two or three widths are not sufficient 
for perfect fitting. 

“Many of the larger factories are 
adopting American lasts and styles 
and in some instances working with 
American shoe manufacturers, thus 
being better able to meet the de- 
mand for American shoes. 

“I firmly believe that in the 
course of time our English cousins 
will produce as good fitting shoes as 
can be found anywhere. 

“TI do hope that world unrest will 
soon be settled and that the working 
men of the world may enjoy the 
fruits of their labor to the fullest 
degree.” 

* * * 
BBRUCE WILLIAMS of the 
French Booterie, Hollywood, Cal., 
says: 


/o1ueE/ 

“When I was back East on a buy- 
ing trip, about all I heard on the 
color situation was ‘Buy black, black 
and some more blacks.’ The advice 
was to concentrate on black for Fall, 
with just a sprinkling of browns 


and blues. In selling fine shoes here 
in Hollywood, the people who are 
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paying us from $12.50 and up 
(mostly up) for their shoes, will 
buy about 50 per cent blacks, with 
blues accounting for 30 per cent, 
browns for 15 per cent and the bal- 
ance scattered.” 

In supporting his proven theory 
that blue will be so good, he con- 
tinued: “There is the middle-aged 
woman, smart in her gray hair, who 
will always wear blue regardless of 
what is the current color fashion— 
for she looks so well in her blues, 
particularly her blue shoes. Then 
there are the younger blondes, nat- 
ural and otherwise. I imagine we 
here in Hollywood have more than 
the usual proportion of well-dressed 
blondes. The middle-aged woman is 
a wrap-up for blues, while the 
younger blonde is always interested 
in this color, if it is of the right pat- 
tern and material. Even though the 
conservative parts of the country 
(where they count their shoe pen- 
nies) may swing strong to blacks, 
I know we will continue to sell many 
blues right here on Hollywood 
Boulevard.” 


* * 


A VOLUME of business in the sec- 
ond half of 1937, as good as and 
probably better than in the first 
half, was predicted recently by 
Garfield V. Cox, Professor of Fi- 
nance at the University of Chicago, 
in a public address. He declared 








that both domestic and interna- 
tional factors point this way. 
“The current recovery of indus- 
trial production, which has had no 
serious setback in almost three 
years, will probably go still further 
before an important slump is en- 
countered. Abundant funds at low 
rates of interest have not always 
brought recovery from depression 
but a major slump from anything 
near normal rates of business opera- 
tion has never yet started under 
such favorable credit conditions.” 
Pointing out that over an 80-year 
period there have been only four 
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—tThe people, the buyers of goods, 
in your town, are no different from 
the audience under the big tent. 

—They demand showmanship in 
whatever you, as a Merchant, have 
to display or sell. 

—We are living in an age of show- 
manship. 

—The movies, the radio, stream- 
lined products and stream-lined 
thinking, even wars and catastro- 
phies, are so highly dramatized 
that the public has become critical 
to an almost professional degree. 

—They demand a show, and a big 
show at that. 

—So, when you plan your window 
displays, and nivertilng and gen- 
eral promotions for Fall, try to be 
the p sri yourself, 

— Your customers, and prospective 
customers, are your audience. 

—lIf you put on a good show, they'll 
come and come again, and tell 
other folks about it. 

—But if your show is ordinary or 
uninteresting, the better showman 
across the street will get the crowd 
under his "big tent." 


> Se egg PY 


President 





instances out of 20 cycles in which 
the period of expansion was shorter 
than the preceding contractions and 
that only once in the history of the 
country has recovery from a major 
depression relapsed into a serious 
slump, Professor Cox warned 
against the possible ill effects of 
government interference on con- 
tinued business expansion. 


* * * 


GEORGE H. BINGHAM, JR., sales 
manager of the Cambridge Rubber 
Company, says: 

“Alert retailers are becoming 


aware of the disadvantages incurred 
by selling profitless merchandise. 
They are finding that they can invest 
fewer dollars in a smaller stock of 
higher-grade, newly-styled rubber 
footwear and take out more profit 
in dollars. They may make fewer 
sales but they will make more 
money. Many merchants have told 
me that they now realize it is not the 
number of sales which count but the 
profit per sale. Isn’t it better, they 
are asking themselves, to content 
ourselves with fewer customers, if 
necessary, if, by so limiting our- 
selves, we can make a legitimate 
profit on each sale?” 


* * * 


BREUBEN STIEFEL, long promi- 
nent in the National Shoe Retailers 
Association, and a merchant of wide 
experience, has purchased the in- 
terest of Mrs. George Goldsmith in 
the shoe department in the Dixon- 
Ives Company of Orlando, Fla. This 
high-grade store, enjoying an envi- 
able reputation, sells quality foot- 
wear in one of the smartest towns in 
Florida. Mr. Stiefel has been retail- 
ing in Miami for some time, pre- 
vious to that operating a shoe store 
in Chicago and the long background 
of his experience goes back to an 
outstanding shoe department in 
Memphis, Tenn. He has played a 
leading part in the progress and 
friendships of the N.S.R.A. and 
salutations for his success are ex- 
tended. 
* * * 
MAYEE VLE GIVE ey gd 
10 4 
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AN old school shoe manufacturer, 
when visiting the Boston market to 
buy leather, often complained that 
“T lost five cents a pair on that last 
order.” One day a tanner said: 
“How is it, my friend, that you 
always have cash with which to buy 
leather, if you keep losing five 
cents a pair on your shoes?” 
“It’s like.this,” replied the shoe- 
maker, “I figure the costs of the 
shoes, and add ten cents a pair for 
my profit. I usually get a profit of 








2 ane Fie 


BOOT AND SHOE RECORDER, August 14, 1937 


five cents a pair, so I lose five 
cents, don’t 1?” 


* * 


PRESIDENT CARL F. DANNER 
and Chairman Claude Douthit of 
the American Hide & Leather Com- 
pany, in their remarks to stockhold- 
ers, say: 

“The leather industry is in a 
strong statistical position due to the 
reduced quantities of raw stock and 
finished leather available. The shoe 
manufacturing industry, which ab- 
sorbs the larger part of our produc- 
tion, has been turning out shoes at a 
record-breaking rate, but it is our 
opinion that retail sales have been 
in sufficient volume to prevent in- 
ventories from becoming burden- 
some. Furthermore, we think that 
shoe manufacturers have small 
quantities of leather on hand or 
covered by forward purchases. 
Therefore, we anticipate a good vol- 
ume of business at satisfactory 
prices in the next six months.” 


* * * 


S6CREPE soles in smooth calf and 
heather grains are hot as fire- 
crackers,” reports M. C. Young, who 
is receiving reorders on these Racine 
Fall shoes from his dealers in his 
Californian territory. 

“The young fellows have been 
buying reversed calf crepe soles 
here in California for so long that 
they are now tired of them, so they 
are swinging strongly toward the 
lighter grains, but they still want 
the crepe soles for their Fall shoes. 
Then, too, they still definitely prefer 
the full brogue toes, in their regular 
he-man styles. 

“Business has held up on heavy 
double-soled shoes for the first Fall 
orders; but the great interest in the 
crepe soles will cut into these types 
of shoes considerably.” 


* * * 


AMES H. STONE, secretary of 
the New England Shoe and Leather 
Association, commenting on the ac- 
tion of the Senate Finance Commit- 
tee which, on Aug. 5 reported favor- 
ably on a resolution directing the 
United States Tariff Commission to 
investigate the difference in produc- 
tion cost between cement process 


shoes made in this country and 
those made in Czechoslovakia, says: 
“This is a signal victory for our 
association and for our two United 
States Senators, David I. Walsh and 
Henry Cabot Lodge, Jr., for this 
committee had previously been 
urged in a formal statement by Sec- 
retary of State Hull not to approve 
the resolution on the ground that it 
‘would unnecessarily complicate the 
negotiation of a trade agreement 
with Czechoslovakia.’ The action of 
the Senate Committee, therefore, is 
all the more noteworthy and can be 
interpreted to mean that members 
of the committee held first in impor- 
tance the welfare of our manufac- 
turers and all American workers 
who are directly affected, and not 
the trade of a foreign nation. 

“The shoe and leather industrw 
expresses its gratitude to Senator 
Walsh for his success in obtaining 
this favorable report and to Sen- 
ator Lodge for his support and co- 
operation, notwithstanding the op- 
position of Secretary of State Hull. 

“The shoe and leather industry 
further pursue its negotiation of a 
reciprocal pact with Czechoslovakia, 
if shoes are to be one of the bar- 
gaining commodities to be con- 
sidered, until after the Tariff Com- 
mission has made its findings and 




















recommendations. What our asso- 
ciation is seeking from the Tariff 
Commission is its approval of an 
amendment to the present tariff on 
shoes that will make imports subject 
to a duty based on the American 
selling value of the shoes, for in no 
other way can American manufac- 
turers and shoe workers be pro- 
tected from further invasion of the 
home market.” 


* * * 


IT’S easy to kick and hard to com- 
pliment Washington in mid-Sum- 
mer; but our appreciations and 
respects to the United States De- 
partment of Commerce, Bureau of 
Foreign and Domestic Commerce 
—for the initiative and application 
of J. G. Schnitzer, business special- 
ist for the leather division—whec 
has produced the first reliable com- 
pendium of world production of 
leather footwear. 

Its an amazing book of 180 
pages and should be in every shoe- 
man’s library. It recapitulates ma- 
chine-made shoes at 1,062,641 
pairs, of which world production 
the United States produced more 
than 415,000,000 pairs and Canada 
some 22,000,000 pairs in 1936. 

Send twenty cents to the Superin- 
tendent of Documents, Government 
Printing Office, Washington, D. C. 

















“Him? He's been hanging around for days. He says he's a shoe fitter 
from New York on a vacation." 
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THIS Fall, step out stronger than ever in your cam- 
paign to give the children a break by sending them 
back to school in shoes that fit. A constant, consistent, 
constructive educational campaign is the only way to 
win parents away from over-the-counter buying and 
the other great fault of letting children wear their 
shoes too short. Children’s feet grow rapidly in Sum- 
mer, when sneakers and play shoes are worn. They 
need new shoes, carefully fitted, to start the school year 
in September. 

Don’t get the idea that “people know all that stuff.” 
Some do. Some don’t. The fact remains that the idea 
must be sold and resold continuously—and given an 
extra plug for good measure when the buying peaks 
arrive. 

Why not launch a campaign two weeks ahead of 
school time, sponsored by every store that is equipped 
to‘do a good fitting job on children’s shoes, just to 
drive home in every possible way the idea— 

“Send Your Children Back to School 
in Shoes that Fit.” 

It’s not a new slogan, but it is a vital one. The 
reasons and results can be explained in individual store 
advertising and dramatic window displays. Let the 
co-operative drive stick to the big job of selling the 
idea, “Send your children back to school in shoes 
that fit.” 

Use the slogan on billboards and posters, or display 
cards and post cards. On registration days have a 
truck with big signs on the sides moving on the streets 
near every registration place in your town. Let these 
same trucks with the sign, “Send your children back to 
school in shoes that fit,” cover the streets for days 
before school opens. 


TELL PARENTS TO 


“SEND YOUR 



















If you can arrange to have a puppet show 
or a couple of clowns on the back of each 
truck, and someone to distribute folders on 
the care of children’s feet to adults, so much 
the better. 

It may sound elementary to you, but just 
imagine one of the puppet or clown sketches 
as follows: 

One clown hobbles into a pretended shoe 
store, sits down, points to his feet (big ones, 
of course), and begins to rub them, indicating 
pain and discomfort. Second clown, with 
proper gestures, pantomimes that he has just 
the thing for him, and then takes out and 
“fits” another pair of shoes, going through all the mo- 
tions of fitting. Whereupon first clown jumps up, 
smiles with relief and goes into a jig to show how good 
his feet feel! That’s what you call “selling with 
punch.” 

And suppose you went further and had a movie 
made of this pantomime to use as a trailer in every 
movie house in town, ending the skit with the slogan, 
“Send Your Children Back to School in Shoes that 
Fit!” ; 

Get some cheap rulers for “give-aways” to children. 
On the rulers the slogan, “Send Your Children to 
School in Shoes that Fit!” 

In addition to the billboards and truck signs, have 
several hundred cardboard signs printed, and then 
“plaster the town” with them, so that everywhere peo- 
ple go they see the slogan. 

In newspapers, take spaces of varied sizes, to repeat 
again and again every day in several places, “Send 
Your Children to School in Shoes that Fit.” 

A’ booklet or folder on the care of children’s feet, 
and the need of correctly fitted shoes can be distrib- 
uted by all stores. The names of all co-operating stores 
can be imprinted on the back. 

‘The co-operative effort can extend to contacting 
everyone connected with the schools who is interested 
in the health angle. The need for physical fitness is 
well known—but too often the so-called “complete” 
examination does not include a check-up of the feet. 
Eyesight, hearing, adenoids, teeth, and other important 
phases are checked—but tell them erect carriage, strong 
muscular development and correct posture depend on 
healthy feet. Round shoulders, drooping pot bellies, 
poor gait, knock knees and many other ailments can be 
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CHILDREN BACK TO SCHOOL 
IN SHOES THAT FIT!” 


corrected with proper shoes. Tell them how many 
school children are wearing shoes that are too short. 
~ Let shoe men, chiropodists, osteopaths and all who are 
interested unite to give free examinations and recom- 
mendations. At this public clinic let the “report card” 
bear on the face the diagnosis and on the reverse the 
names of the stores competent to fit shoes properly. 
Then the parents can make their own choice of store. 
Commercialism is thus avoided. 

The individual store will undoubtedly remind and 
invite parents to bring in the youngsters for a check-up. 
That’s a good thing to do, and regular customers will 
respond. But there are lots of others who are not now 
buying good shoes properly fitted, and they must be 
educated. 

Boot AND SHOE REcorDER has previously published 
the chart of the National Foot Health Council showing 
the percentages of foot troubles, and their amazing 
increase during the growing years, and another showing 
that 75 per cent of children in public schools wear out- 
grown shoes. Stress that point to prove the necessity of 
having children’s feet and shoes examined before buy- 
ing their new school shoes. 

Each individual store doing a 

fitting job has its own line of shoes, 
and its own method of checking 
and fitting that should be played 
up in ads and windows, and in the 
store as well. All that ties in per- 
fectly with this co-operative idea. 
When the co-operative campaign 
and your individual store promo- 
tion have brought the parents and 
pupils to your store, let them dis- 
cover IN THE STORE the displays 
and decorations that make them 
feel that they are important cus- 
tomers. 

Dress up the departments or sec- 
tions to give fresh, seasonal new- 
ness. Arrange displays to sell your 
plan for correct fitting and your 
smart shoe styles, or the sturdiness 
of your children’s shoes. Get your 
fitting routine down pat, so as to 
eliminate all waste motion, and to 
convince customers fast that you 
know your job and how to do it. 


by R. E. ANDRUSS 


Unless the child is a regular customer do not check the 
old shoes for size—only for faults that the worn spots 
may reveal. In other words, throw the weight of con- 
sideration entirely on your shoes and your fitting. 
Where this is done the possibility of disagreement and 
questioning by the customer is practically eliminated. 
In one large store using an established fitting routine 
for children the disagreement by parents is cut down 
to less than one-one thousandth. 

If, in your co-operative campaign, you want to forci- 
bly dramatize the number of imperfect feet among 
children up to college age, stage a perfect foot contest 
with three classes—grade school, high school and col- 
lege, giving prizes to a boy and a girl in each group, 
with smaller second and third prizes. Another angle 
to dramatize, for the older groups, is “foot health 
among athletes” as revealed by examination of ath- 
letes in local schools. The reaction from younger as 

[TURN TO PAGE 40, PLEASE] 


Practical suggestions 
for a Much-needed Campaign 
and One that is fraught 
with Valuable Pos- 
sibilities for the Wide- 


awake Retailer. 


Decorations 
by MILDRED ADAMS 











EVIDENCE of the wisdom of gaining and holding the 
confidence of the children, in building a juvenile shoe 
business from practically nothing into a profitable 
proposition, is to be found in the experience of Abe 
Sachs, owner of Sachs’ Juvenile Shoe Shop at Bayonne, 
N. J. 

Although the good will of the parents, won through 
correct fitting and good service to their children, is 
always of major importance, Mr. Sachs believes that 
the children themselves also have much to do in deter- 
mining the success of a store that caters to the younger 
generation. 

When Mr. Sachs decided to open his own store, his 
cash on hand did not allow for any elaborate set-up; 
but what he lacked in capital he made up in experi- 
ence in the shoe game. His parents had maintained 
a family shoe store in Bayonne for over 40 years, and 
from them he gained a good working knowledge of 
shoe retailing. When he entered business life, he 










‘it lacked in space it made up for in attractiveness. It 
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CHILD CONFIDENCE 












The front of this new 
store is 
simple in design and 
the 
windows provide ample 
space for attractive dis- 


ern bui 


large, well-lighted 


plays. 


worked for several years previous to opening his own 
store, as display manager in the retail stores of a well- 
known New York shoe manufacturer. His subsequent 
decision four years ago to open his own store did not 
find him lacking in experience. 

His first move was to decide on a location for his 
shop. He had felt for some time that there was a dis- 
tinct place for an exclusive juvenile store in each town 
and that with adequate promotion and the use of cer- 
tain ideas which he had gained in his shoe experience, 
a shop of this kind could really be put over and built 
up into a profitable proposition, especially in a town 
that had no such thing as an exclusive juvenile store. 
In his home town of Bayonne, he found just the set-up 
he wanted, a town of several thousands of people, but 
with not one shoe store catering exclusively to the needs 
of the juvenile trade. 

His first store was, out of necessity, small; but what 


This novel bit of decora- 
tion, done in natural 
colors on the rear wall 
of the Sachs’ store, be- 
sides adding considerably 
to the attractiveness of 
the room, is of much in- 
terest to the young cus- 
tomers. 
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BUILDS JUVENILE BUSINESS 


Gaining and Holding the Friendship of the Youngsters, Plus Good 
Fitting and Service, Can Make a Children’s Shoe Store Successful. 


was designed especially for the juvenile trade with 
large reproductions of well-known comic characters on 
the walls, and was, in general, a place to which the 
youngsters would enjoy coming. However, it is one 
thing to have an attractive shop and quite a “horse of 
a different color” to get the children to come to the 
shop. 

As most experienced shoe retailers know, word-of- 
mouth advertising is probably the most important fac- 
tor in bringing customers to the store. Mr. Sachs’ first 
move, following his opening announcement ads, was 
to get his juvenile customers to enjoy coming to his 
shop. Children going into his shop are allowed to 


Mr. Sachs, in the white suit, fits one of his young cus- 
tomers who, at the moment, seems more interested in 
the camera. The frosted glass backs of the display 


wander around and make themselves at home or, as 
he puts it, “to have the run of the place.” His idea is 
that children naturally like to prowl around in any 
new place they find themselves, and if no restraint is 
placed on them, they will enjoy coming to the shop 
more than if they had to sit still. Second, every child 
that comes into the shop receives some small gift. This 
may be no more than a balloon or some such inex- 
pensive novelty, but what child does not enjoy going 
to a place where they are always assured of receiving 

a gift? 
In his policy of gaining the good will of the children, 
[TURN TO PAGE 46, PLEASE} 


windows as seen in the above photograph, does much 
in the illumination of the interior. 








The long slim lines 
of this Directoire 
dress in gold lamé 
call for a sandal of 
classic simplicity. 


POINT 
PROGRAM 


Distinguishes Winter Evening Styles 


High Front Sandals, Anklets Straps and Pumps 
All Play Important Roles 


A shorter-in-front dance 
frock adapted from 
Schiaparelli lends itself 
to a sandal with fitted 


high-front. 


W ITH Winter just around the cor- 
ner, in a manner of speaking, what 
evening shoes are you planning to buy 
for this gala season of 1937-38? 
There distinct types of evening 
dresses seem to offer the solution to 
this problem. First there:is the full- 
skirted, robe-de-style, this year’s “waltz 


dress,” with its anklelength hem or its 
shorter-in-front line. It emphasizes the 
instep and ankle and calls for a sandal 
with a high-molded front. A low-cut 
sandal with anklet strap is the thing 
for the long pencil slim skirt of the 
Directoire dress. The toe just shows 


below the hem and the strap is 


Shoes left to right: 
Elastic doeskin strap- 
pings mold this sandal 
to the foot. Palter De 
Liso. Another high- 
front in satin lightened 
by bands of metallic 
mesh. Stone. Satin san- 
dal with open front and 
silver kid trim and heel. 
Louis H. Salvage. 





year and so its eems to be in evening dresses, wraps and 
shoes. Glittering lamés and gorgeous brocades are style 
leaders, either in colors or tintables. A brocade in 
antique gold is considered especially good by one or 
two manufacturers. For volume, satin, mostly tintable, 
continues to be first, far outranking crepe. There is 
some interest in faille and in a few jacquard crepes. 
Moiré has been seen in a few smart slippers. Lacquered 
satin is being used a little and should please some cus- 
tomers who want a new figured material. There seems 
to be very little interest in velvet. Gold and silver kid 
run about as usual with a preference for gold. In gen- 
eral, this was true for all metallic materials. Gold and 
silver mesh have become decidedly important this sea- 
son. As a basic material it is usually trimmed with 
matching kid. As a trimming it has been used to lighten 
the appearance of a high-front sandal. 


@THER ways of making these fronts seem less bulky 
have been tried. The material has been cut and slit. 
or the whole toe has been made of narrow woven strip- 
pings of the material. The general trend in all patterns 
is toward open side and toes. Backs are open or closed, 
with the open back still very high style. Toe openings 
have become smaller. Heels are high, even up to 28/8. 
but a few flats and one-inch heels are also seen. The 
illusion line and off-side treatments are definitely in 
the picture. Stitchings, pipings, a little embroidery and 
other dressmaker touches are part of the movement 
toward finer workmanship and greater luxury. Rhine- 
stones, sequins and a new kind of diamonded fabric are 
being used to a limited extent. A black satin dinner 
oxford trimmed with rhinestones is particularly effec- 

[TURN TO PAGE 43, PLEASE] 


A dramatic interpreta- 
tion of the hour glass 
silhouette centering in- 
terest on the slipper toe. 


Shoes left to right: A 
1938 treatment of the 
opera pump in silver 
mesh and black moire. 
I. Miller. Brocade trim- 
med with gold kid in 
an interesting symmet- 


rical effect. Tupper. 


_ glimpsed through the slit in the skirt. 
The revival of the hour glass figure of 
the Gibson Girl brings also the revival 
of the evening pump. Only such a sim- 
ple pattern could be worn with the 
fluff and ruffles of this dress. 

Sandals with high-molded fronts or 

‘low-cut with ankle straps and pumps, 


some opera and some high-tongued— 
here is the three-point Winter program. 
All three types are important and you 
will be wise to include some of each in 
your stock. This is a year for variety 
in pattern as well as material. 

What’s news in materials? Well, 
everyone is saying that this is a metallic 
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THIS IS STATION 


When a woman notices a man’s shoes, it will make him 


or break him so far as she is concerned. Here is a series of radio 


spots calculated to make the woman “men’s-shoes-conscious.°° 


Spots (15 seconds to half a minute) 
ANNOUNCER— 

“Ladies, here’s something you can do for your hus- 
bands. Take a look at his shoe wardrobe. Many men, 
careful of their personal appearance in every other 
way, have a habit of becoming careless about their 
footwear which, after all, is the finishing touch of a 
man’s costume. See that his shoes harmonize with his 
suits, that he wears smooth calfskin shoes without too 
much decoration with conservatively cut smooth serges 
and worsteds; that he has heavier, doggier types of 
shoes for wear with unfinished worsteds and with 
tweedy-looking clothes; that he has both black and 
brown shoes. It will improve his appearance tremen- 
dously. And it’s real economy to have plenty of good 


shoes.” 
* * 


ANNOUNCER— 

“Ask your husband if it is good business to spend 
money in order to save MORE money. If he says yes 
(and he will) then ask him if he has ever realized that 
two pairs of shoes, worn alternately, will last more 
than twice as long as one pair worn continuously. And 
that’s only part of the story, because a wardrobe of 
carefully chosen shoes is just as much a necessity in 
business today as a wardrobe of carefully chosen suits 
and hats. He can’t be REALLY well dressed without all 
three. Have you looked at his shoes recently?” 


» * * 


About 45 seconds 


ANNOUNCER— 

“Here’s something good—a letter from a father to 
his son, just completing his long vacation after gradu- 
ating from college: 

“Dear Son—he starts off— 

“Needless to say I was glad to hear from you. What 
interested me most was the emphasis you placed on 
your decision to enter business. I had feared that you 
were planning to go out and get a job. As one business 
man to another, then, let me give you a little advice. 
I’m a bit weak on the classics but wasn’t it Ben Jonson 
who said that ‘clothes make the man; want of them, 
the fellow?’ You and I know that this is not literally 
true, but first appearances really ARE important. 
“You've never seemed to have any trouble with your 


coat, vest and trousers—which | still call pants. They 
have always been pressed and rather nobby looking. 
Also, the receipted bills in my personal files bear elo- 
quent testimony to their variety and quality. I do not 
repine. I merely suffer. 

“But the last pair of shoes I remember having seen 
on your feet made me wonder whether, after all, higher 
education is all it is cracked up to be. As I see it, 
education and shoes have something in common. Both 
are foundations. The way it has worked out in your 
case, however, it seems to me that the better your edu- 
cational foundation has been built, the worse your 
pedal foundation has become. You can crease your 
pants to a razor edge. You can get away with not more 
than two hats, if they’re good and you keep them clean. 
But you’ve got to have the shoes that go with your suits 
and they’ve got to look as though they were part of 
your costume instead of something you jumped into 
hastily just before going to the cellar to stoke the fur- 
nace. In other words, your shoes and the condition in 
which you keep them are darned important. So call on 
the old man for the small sum they will cost you. J 
want to see you start RIGHT. 

“Affectionately, 
“Your Dad.” 
Then the announcer adds— 

“Right to the point and very good. Shoes are impor- 
tant—for young men and older men alike. We all like 
plenty of neckties. Why, I wonder? Because a variety 
of neckties means a variety of color and design in our 
costumes. And it’s reasonable to apply the same prin- 
ciple to shoes. Your investment over the long run will 
be no greater if you buy two or even three pairs now 
than if you buy only one pair at a time. Frequent 
change of shoes is good for the feet and good for your 
appearance. Think it over.” 

* * 


PROGRAM NUMBER ONE 
Following a musical selection. 


ANNOUNCER— 

“And now we come to another one of those minor 
domestic crises which have furnished material for 
humorists down through the ages. Not that I am 
about to set myself up as a humorist. Ill leave 
that to our guests—Mrs. Davis and her ten-year-old 





it 
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Musisaet 
Mi en’s 
Shoe 
Week 


daughter, Ruth—a child who, like one of Kipling’s 
characters, is filled with insatiable curiosity. 

“These two women, as women will, have put their 
heads together, and they find, surprisingly enough, 
that Father does not measure up one hundred per cent. 
There’s something lacking, they agree. Perhaps one of 
his ductless glands isn’t hitting on all six. There are 
kinks and quirks which they feel should be ironed out 
— idiosyncrasies to be toned down or utterly oblit- 
erated. So—on with the dance.” 

Ruth—“Mummie, where has Daddy gone?” 

Mrs. Davis—“Your father, Ruth, has gone to the 
office. I should say, I assume, that he has gone to work, 
but something tells me that is not the case. In fact, if 
we were to call him on the phone at this minute, the 
chances are he would have to remove his feet from the 
top of his desk before he could reach over and lift the 
receiver.” 

Ruth—“But why does Daddy put his feet on his 
desk?” 

Mrs. Davis—“Oh, he has a theory. He read some- 
where that it helps men to think when their feet are on 
about the same level as their heads, but I don’t see how 
any man with shoes like your father’s would dare ex- 
pose them to the gaze of the assembled office force.” 

Ruth—“Why, Mummie?” 

Mrs. Davis—“Because they’re terrible. That’s why. 
Your father, my dear, is one of those unique individ- 
uals who like to feel they can defy public opinion with 
impunity.” 

Ruth—“Can do what with which?” 

Mrs. Davis—“In this case, it means that he is per- 
fectly willing to look like Lord Chesterfield from the 
ankles up and like a tramp from the ankles down. 
That man has only two pairs of shoes. One pair he 
refers to, almost lovingly, as his ‘old shoes’—his new 
shoes are early model 1936’s—straight eights. 

“And it’s going tq stop. I’ve been shopping around a 
bit and find that no man in your father’s position has 
so few shoes. Even if he used the best grade of polish 
by the ton he couldn’t conceal the near-cracks in his 
old shoes and his so-called ‘new shoes’ are decidedly 


Photo Courtesy National Broadcasting Company 


the worse for wear. Furthermore, they’re both exactly 
alike as far as design and color go. 

“Hats! I'll bet he has six of the things. He believes 
in hats, He thinks that no one ever looks at any other 
part of a man but the top of his head. Suits? His 
clothes closet is full of them. Plenty of neckties. Lots 
of shirts. And TWO pairs of shoes—one of which ought 
to be in a museum.” 

Ruth—‘What’s a musim, Mummie?” 

Mrs. Davis—‘“‘A museum is a place where you put 
things when you want them (or you) to be remembered 
for centuries and centuries.” 

Ruth—“Doesn’t Daddy want to be remembered?” 

Mrs. Davis—“I don’t know about that, but he’s 
going to be reminded. Before he gets home from the 
office tonight, I’m going to get out this medium gray 
suit and put it on his bed. On top of the suit Pll put a 
light gray shirt, a green necktie and gray socks with a 
green stripe. And right spang in the middle of this 
nicely-laid-out assemblage of sartorial correctness will 

[TURN TO PAGE 39, PLEASE] 
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A Firm Foundation For Continuing Business 


“*THE principal business of the United States is 
business,” was said by the canny old Calvin Coolidge 
and how true that remark is in the light of events 
this year. 

Rarin’ to go, all businesses in the United States 
started 1937 in the biggest seller’s market in a decade. 
It seems as though everyone wanted everything, pronto. 
Not even in 1928 or 1929 was there such a gusto for 
goods, for remember, back in those days, inventories 
were large and prices were high in ratio. The bulge of 
business that came in early 1937 made many a manuv- 
facturer feel that he had inadequate factory space and 
that he needed expansion in plant, materials and men. 
It was the “good old days” back again, in the belief 
that some miracle would put money into the public’s 
hands to buy all the goods that could be made. 

Well, it is partly a miracle, considering that we were 
building shoes at the rate of 450,000,000 pairs for the 
year 1937. We had six months of that super-abun- 
dance. May we, at this point, inject a thought? 

When the shoe census is taken, it covers all leather 
footwear, excluding rubber. Well, a similar bulge in 
business developed in rubber and tennis fields. So, in 
all probability, the production of foot coverings was 
many millions more than the total of 232,000,000 for 
the first six months of 1937. 

Also another thought on this subject of census. Isn’t 
it time for a definition as to what is a shoe? Is a 
‘sandal, made with a sliver of paper and a dab of 
rubber for the sole and some oilcloth for the upper 
entitled to the term—Shoe? Millions and millions of 
them were made for sale over the counter, in all sorts 
of stores—5Sc & 10c and up. There may come a time 
when it will be necessary to make a trade census of 
shoes in their true sense of being leather and materials 
‘well put together. 

But enough of that. Back to the original premise. 
A big bulge in business, without a corresponding con- 
‘sumption by the public, is a snare and a delusion. The 
feeling of riding high, wide and handsome generates 
haste, waste and extravagance. Those concerns that 
build well are those that have policies projected into 
‘the future. Some concerns consider their firm founda- 
tion for five and ten years ahead and build accord- 
ingly. The result is that they put the most for the 
money into the shoes and help expedite the sale and 


service of their shoes right down to the customer. In 
fact, the prime satisfactions come in the complete satis- 
faction of the ultimate customer. 

Now, if ever, is the time to build businesses—manu- 
facturing and retail—with that in mind, for “he who 
buildeth upon a rock endureth.” 

Credit and cash position of the majority of concerns 
are in such good condition that it is well now to con- 
sider ways and means of perpetuating business over 
the long pull. The hazards and emergency of the de- 
pression are, in a large measure, over. The promise 
and performance of the future are in combining that 
real talent of being a good shoeman as well as a good 
business man. We meet so many men who are superb 
shoemen, skilled in the crafts of footwear-fashioning 
and who get most of their compensations out of their 
ability to create for the delight of the public. Well 
and good! It is very necessary, in this modern world, 
to have all those elements; but basically, business has 
got to be operated from the viewpoint of business men 
who look upon their enterprises as long-continuing 
successes. 

The industrial pace is bound to accelerate because 
there are indications everywhere that we are on the 
way up again. All the more reason for building 
soundly. .This is the time to -look- at organizations to 
see whether management is continuing its force and 
strength; to see also that production is made more and 
more efficient; to give much thought and considered 
reasoning to the proper distribution of the shoes; to 
give order to their advertising so that it is a worthy 
tool of continuing distribution. The concern that con- 
siders catalogs and entertainment as advertising (nec- 
essary as they may be in the arts of salesmanship) 
fails to realize that true advertising is in the movement 
of goods to the merchant and in major form from the 
merchant’s stock to the consumer. 

There is much to be said about the necessity for 
transmitting ideas about goods and materials and fit- 
ting values to the clerk at the fitting stool; and above 
all else, the necessity for increasing the appreciation 
of the public in real shoes. We are facing an advance 
season, Spring and Summer of next year, which must 
be put upon a firm foundation of real shoes for a real 
purpose. All these are things to think about now. 
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These Heels 


STEP UP 


GOODYEAR 


HEEL 


@ Even the best shoes made benefit 
by association with “the greatest name 
in rubber.” 


The public knows that name — takes it as an 


added assurance of satisfaction and value. 


GOODYEAR 7 7 So, good shoes fitted with either of these two 


\ . handsome Goodyear Heels have a plus sales 
WINGEOOT ~~ gh prea. 


In addition to their great name, these top-quality 
heels — with no visible nail holes — provide a 
trim “part of the shoe” appearance. 


That’s why manufacturers gladly pay more for 
the Goodyear “Custom” heel and the Goodyear 
Wingfoot heel. 


They know these heels help you sell shoes! 


GREATEST NAME 


TT) 


TMT? 


Pry 
Mbadadds 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 











Give The Children 
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Mr. Alexander, at right, is shown on one of the 

frequent occasions he is called upon to act in an 

advisory capacity in the correct fitting of the 
store’s juvenile customers. 


THEIR OWN DEPARTMENT 


“*A GOOD children’s shoe business is something every 
family type of shoe store should develop and if prop- 
erly taken care of is one of the sweetest,” says Herbert 
A. Alexander of Field’s Shoe Store, Des Moines, Iowa. 
“There are less lost sales, less lost time, and when these 
children grow up and are married they come back with 
their families. We have people from the fourth and 
fifth generations buying their shoes here.” 

Mr. Alexander knows whereof he speaks. Not only 
do the mothers beat a path to his door with their chil- 
dren’s foot problems, but they bring with them their 
neighbors and friends from all parts of Iowa and ad- 
joining states, so that in a comparatively small store 
that participates in very little promotion work, he has 
developed a children’s shoe business second to none 
in the state. 

“There are no tricks beyond sincere service and good 
fitting,” he insists, “but there are some pointers one 
might. follow to achieve this. 

“Divorce your children’s shoe department from that 
of the rest of the store with special salesmen for chil- 
dren’s shoe problems,” Mr. Alexander gives as the first 
rule for building a children’s shoe department. “The 
departments may be adjoining, but do not expect the 
salesman who waits on women and men to take care of 
your children’s. shoe fitting correctly unless he has had 
experience or special training. In most cases you will 


Diworce the Children’s Shoe Department 
From the Rest of the Store; Give Them 
Salesmen Who Understand Their Special 
Problems and You Have the Makings of a 
Successful Juvenile Shoe Business 


find the general salesman shying away from a cus- 
tomer with a child instead of gravitating towards them. 
The child’s shoe specialist should have a liking for 
that angle of the business, should understand the needs 
of the child’s foot and to what extent shoes can correct 
the difficulty and should have a knack in the handling 
of today’s children. The selling of children’s shoes 
should be primarily an issue of correct fitting for the 
growing foot rather than of style.” 

The correct fitting of children’s shoes as manifested 
in Mr. Alexander’s department presupposes that the 
child is brought in for a fitting each time, even though 
a complete record is kept of the child’s foot and the 
shoes purchased at previous times. 

When a child comes in for the first time, Mr. Alex- 
ander measures the foot and examines it for any 
difficulty he might detect. He notices if it is strong 
or weak and if it is a thick or thin type of foot. He 

[TURN TO PAGE 42, PLEASE] 
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back: to their territories 


Monday, August 30th 


As you no doubt know, the Enna Jettick factories 
are oversold to such an extent that all salesmen 
have been off the road since July 17th. This is to 
let you know they'll be on deck again, Monday, 
August 30th—ready to help you do a hustling Fall 


business. 


On that date, also, the new Fall and Winter Enna 
Jettick catalogues will reach all dealers in the 
United States. 


Until August 30th, dealers will please use their Sum- 


mer catalogues, and send their orders directly to— 


ENNA JETTICK SHOES, INC 
Auburn, N. Y. 




















TWENTY-FIVE 
Promotion Ideas 







TO make a whale of a success of Men’s Shoe Week in 
your town and for your store, you've got to put every- 
thing you've got into the effort. Collectively and in- 
dividually. You can’t expect the public to respond if 
you yourself are not enthusiastic. You've got to get 
HOT PLUS! 

Every single thing you can think of that will make 
more men think (and do) more about Fall shoes 
should be on your promotion program. Men’s Shoe 
Week has grown into a far bigger opportunity than 
ever Boot AND SHOE REcorDER dared to hope for a 
few weeks ago. It’s up to you to put the event over in 
a big way in your town and your store. 

Put these suggestions to work for Men’s Shoe Week: 


















1. Have all salesmen wear new Fall shoes 
during this week. 

2. Use local men (students and business- 
man types) to model shoes in a window 
style show. 

3. Have mirrors at the base of windows, 
with sign: “Look at your own shoes— 
then look at ours.” 

4. Send special invitations to men’s clubs, 
asking the secretary to put them on the 
bulletin board. Do the same to fac- 
tories. 

5. Have announcements dropped by air- 
plane or balloons. 

6. Have “minute men” talk on men’s shoe 

styles at movies, lunches, etc. 

. Have the mayor open the week by a 

printed proclamation or radio talk. 

8. Put special display cases of shoes in 
strategic spots. 

9. Have tags, “A man is as smart as his 
shoes,” to attach to door handles of 
parked cars. Posters or cards in all 
cabs and street cars are good also. 

10. Have autos at various places on the 
outskirts of the town with a sign, “Take 
this car for a free trip to (Store Name) 
during Men’s Shoe Week.” 

11. Put “peep shows” in the windows of 
vacant stores—over a small peep open- 
ing put the sign “For Men Only.” In- 
side have a sign, “Visit (Store Name) 
during Men’s Shoe Week to get an eye- 
ful of the smartest Fall styles.” 

12. Send announcement invitations by tele- 
graph to a good-sized list. The tele- 
graph company will give a special rate. 

13. Have all salesmen call up their per- 

sonal customers, or have a group of 
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For National Men’s Shoe Week 


AN outline of practical promotion possibili- 


ties to ensure the success of National Men’s 
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Shoe Week. 


19. 


20. 


21. 


22. 


23. 


24. 


25. 





girls make telephone calls using a spe- 
cially prepared message. 


. At the middle of the week send _post- 


cards or letters to wives asking them to 
be sure to send their husbands to the 
store during Men’s Shoe Week. 


. Have displays of correct shoes for each 


occasion in the store as well as in the 
windows. 


. Give prizes for the smartest window 


displays—judged on the basis of ideas 
and appearance. 


. Have a contest for women—give prizes 


for the best letter on why men should 
pay more attention to their shoes. 


. Give a prize for the oldest men’s shoe 


brought to the store during Men’s Shoe 
Week. 

Have a Candid Camera man secretly 
snap window-lookers. Award prizes to 
the men who see their own pictures in 
the window, or publish one picture 
daily with the caption, “This man, name 
unknown, was snapped as he looked at 
our window displays for Men’s Shoe 
Week. We ask him to come in for a 
free pair of shoes before Saturday, 
September 4th.” : 
Give prizes for the men voted the best 
dressed. 

Have an inquiring reporter ask men 
what they think about the new Fall 
Shoe Styles—use answers with snaps in 
a daily column. 

Put on a co-operative dinner for all 
employees and employers who take part 
in the event. 

Have folders giving style information 
for distribution by all co-operating 
stores. 

Post announcements (posters) in all 
banks, shops, and other public places 
where men congregate. 

Have a letter contest for men, “Why a 
man should pay attention to his shoes,” 
to be written after seeing the new shoes. 
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Active women of today are hard on foot- 
wear. Built-up heels lose their style and 
attractiveness when they become scuffed, 
checked and cracked. 


“Pyraheel” gives your customers beautiful 
built-up heel effects that can’t get scuffed, 
checked or cracked. The heel looks new as 
long as the shoe lasts. 


You'll NEVER catch 
me wearing anything 
but a SCUFFLESS 


HEEL again! 


NOW YOU CAN GET SCUFFLESS “PYRAHEEL” 
IN AUTHENTIC BUILT-UP HEEL EFFECTS 


T’S almost impossible to mar, 

check, crack, or split a scuff-proof 
“Pyraheel” plastic heel covering. 
Long after the shoe starts to show 
the results of hard wear, “‘Pyraheel”’ 
still looks new. 

This new du Pont plastic heel 
covering is an exact photographic 
reproduction of the finest bench- 
made built-up heels. The finish is 
embossed to simulate the feeling, 
texture, and appearance of fine 
leather. And with “Pyraheel’”’ it is 


now possible to have built-up heels 
that match perfectly, and make shoes 
much lighter in weight. 

Your customers are eager to buy 
shoes with good-looking, scuff-proof 
heels. Write today for a sample heel 
in the new built-up heel effect. Ask 
your regular manufacturer to use 
“‘Pyraheel” when filling your next 
order. Retailers and shrewd mer- 
chandisers all over the country are 
specifying this type of heel wher- 
ever possible. 


BUILT-UP HEEL EFFECTS 
| Stiff in SCUFFLESS “PYRAHEEL” 


. E. 1. DUPONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, INDUSTRIAL DIVISION, ARLINGTON, NEW JERSEY 









































WESTERDAY me and my boy Charley was talking 
about things in general (you know Charley runs the 
store now), and he mentioned that he gets a letter from 
a fellow wanting a job, and that on account business 
was looking up a little maybe we could use another 
man. He handed me the letter but, Crimenee, I couldn’t 
make nothing out of it, it was such horrible hand- 
writing. 

While it was still on my mind a young chap breezed 
in, having on a fish bone suit and a droopy hat looking 
real swank and cocky. I kinda took a shine to him, 
leastwise till he begun to talk. 

“Am I addressing Mr. Teeter?” says he polite like. 

“That’s us,” I admit. 

“My name is Crocker,” says he, “and no doubt you 
received my letter regarding a position. I have been 
selling shoes for ten years and feel sure my experience 
would be very valuable in a—well, you might say in 
a smaller town like this.” 

I held up the letter and says: “This is probly it,” 
and he nods yes, “but I ain’t read it yet. Been sick 
lately ?” 
















Unele Henry Says: 
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“No, why?” he answers surprised like. 
“Thought maybe you: had chills and shakes when 
you wrote this letter. I even changed specs but can’t 
make out airy thing it says or tell if it was signed by 
Al Smith or Trotsky. Looks like you might call it 
alphabet hash; or maybe it’s writ in Fiji or Eskimo.” 

He laughed. “I never was especially good at hand- 
writing but that’s no never mind. It’s my extensive 
shoe selling experience that has made me what I am.” 

“Where you worked?” I asked. 

“I started in at Red Oak,” says he, laying his hat 
on the counter, “but it was sure too quiet for me there, 
so I went to Des Moines and I worked two years there 
till I saw there was no future in that burg. Then I 
worked at 0.G.’s but the noise got on my nerves, so 
I jumped south ahd got on at Volk’s but found it was 
too hot there in Summer. Then I drifted out to Frisco 
end S.&K. were glad to get me but I soon found out 
they don’t appreciate a good man there, so I went up 
to Turrell’s and Lord, how it rains there! I never 
could stand wet weather so I came back and helped 
Brandies out, but when they tried to put me in the 
basement I left ’em flat and decided I’d come out here 


‘A. man’s ABILITY and WORTH and 
SALARY depend more on how much 
ATTENTION he pays to what he’s doing 
rather than HOW MANY YEARS he’s 
spent doing it.” 


and go to work. A wide experience like mine, Mr. 
Teeter, is what it takes to make a bang up good shoe 
man.” 

“Hm, hm,” I says, “maybe I’m wrong, but I always 
claimed that the length of time a man has worked was 
no proof as to how good he is. For instance, how old 
are you?” 

“Twenty-nine, but . . . 

“All right,” says I, holding up his letter. “Let’s 
say you began scribbling at about five years old and 
have been doing more or less hand writing most every 
day for practically twenty-four years. Seems as how 
twenty-four years would be called a whole heap of 
experience, don’t it? And yet this here letter proves 
you can’t hand write no better ’n a fairly dumb eight- 
year-old kid—if as good.” 

“Well, you see,” he explains, “I never paid much 
attention to my writing.” 

“That’s just what I was coming to. My notion is 
that a man’s ability and worth and salary depend more 
on how much attention he pays to what he’s doing 

[TURN TO PAGE 40, PLEASE] 
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Announcing 


National Men’s Shoe 
MAT SERVICE 


Week 





Boot and Shoe Recorder has prepared five mats in sizes from two columns by 
36 lines to four columns by 85 lines and is offering them at cost to retailers 
and newspapers. These ads are a combination of line and halftone copy and 
are developments of individual and co-operative group advertising sugges- 
tions featured during the presentation of National Men’s Shoe Week Promo- 
tion in current issues of Boot and Shoe Recorder. A reference to your file 


will describe them in detail. 


The cost of this mat service is 


$4.00 


Which covers only the actual cost of the mechanical production involved. 
The number of these sets of mats naturally is limited, they will be available 
August 17 for immediate delivery. 





National Men’s Shoe Week Promotion 
Boot and Shoe Recorder 
239 West 39th St., New York 


eoveccecsece National Men’s Shoe Week Mat Service at $4.00. 





++++Check (or Money Order) enclosed, or ....Mail C.0.D. plus postage. 
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Please Print Yeur Name and Address Clearly 
Please Make Checks Payable to Boot and Shoe Recorder 
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This Is Station N.M.S.W. 


[CONTINUED FROM PAGE 29] 


be those mud-spattered relics of a bygone age—his 
oldest pair of shoes. 

“Then I shall take your father by the hand, lead him 
to his room, look at him and say, very gently: ‘Horace, 
is this really your idea of a nice ensemble?’ ” 

Announcer—“And now you know the worst. But 
don’t say ‘Poor Horace,’ because Horace is really very 
lucky to have a wife who takes an intelligent interest 
in his appearance. From now on you can rest assured 
that Horace will have more and better shoes. He has 
learned the lesson that the whole is indeed but the sum 
of its parts—and that one of the very important parts 
of a man’s whole costume is his shoes. They can make 
it—or break it.” 


PROGRAM NUMBER TWO 


Following a musical selection. 

Announcer—“That was - and his orchestra, 
playing our old favorite . And now for a brief 
word picture of domestic harmony—a one-act playlet, 


if you care to dignify it by any such name, and which, 


for lack of better title, I have chosen to call ‘How Mr. 
Jones Came to Be the Proud Possessor of Three New 
Pairs of Shoes.’ I’m sorry about that title. It’s almost 
as long as the playlet. But the playlet, incidentally, is 
better than the title, so that makes it even. 


“The characters are Mrs. Jones, a rugged individual- 
ist WHO GETS THINGS DONE—all in capital letters, 
if you know what I mean; and her fifteen-year-old 
daughter, Gene. 


“Mrs. Jones is giving her home its Fall permanent. 
She is also lifting its face, massaging its chin, mani- 
curing it and even contemplating an interior decorat- 
ing pedicure. In other words, Mrs. Jones is cleaning 
house. 

“This is one of those semi-annual jobs requiring 
infinite effort, time, patience and tact—the latter neces- 
sary to keep the family from leaving home. In this she 
has been only partially successful, since Mr. Jones has 
already left. His memory whipped into action by the 
sight of mops, vacuum cleaners and uncurtained win- 
dows, he has suddenly remembered an important busi- 
ness engagement in- a far-off industrial city. Secretly 
packing his bag with a pair of old khaki trousers, some 
light flannel shirts, a pair of rubber wading boots and 
a mighty nifty Bristol steel trout rod, he has left to 
attend a meeting of the board of directors. 


“Father’s abrupt departure has had the inevitable 
effect of bringing his women-folk closer together. In 
fact, there has evolved one of those conspiratorial alli- 
‘ances into which women enter so easily when dealing 
with mere males. To put it briefly, Father is being 
is [TURN TO PAGE 41, PLEASE] 
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When an athlete is 
training he does not sit 
propped up in a chair 
—he exercises his mus- 
cles to give them the 
strength he needs. Like- 
wise—a weak foot that 
heeds to gain strength 
cannot do so by resting 
on a rigid support. It, too, 
must exercise. Wizard 
Adjustable Arch Builders 
are made entirely of 
leather allowing the foot 
to flex and rebuild nat- 
urally and comfortably. 


Write immediately 
ind learn about 


the WIZARD WAY 
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EXERCISE! 


WIZARD 
COMPANY 


ST. LOUIS, MO. 
WALSALL, ENG. 


Canadian Distributors: 
Canadian Specialties, Ltd. 
49 Sanford Avenue, So. 
Hamilton, Ont. 
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COUNTERS ° WELTING 





it’s an INSIDE Job... 





No frills, but plenty of Foot Comfort. 
Men are conscious of style but even 
more conscious of comfort. And we 
find it inside the shoe. Especially 
when the shoe is carpeted with New- 
flex Pigskin Innersoles. Porous, for 
Foot Health, they allow the foot to 
breathe; Pliable, they mould them- 
selves for a snug fit; Permanent. 
they help the shoe hold its shape and 
do not crack or curl. Most of the 
Leading Men’s lines include in their 
specifications, Newflex Genuine Pig- 


































MEN’S SHOE WEEK 
Aug. 28 to Sept. 4 


skin Innersoles. 
turer, or write us for samples. 


Ask your manufac- 


SALES DEPT. 223 W. LAKE $T., CHICAGO. BOSTON—LYMAN P, GUTTERSON, 42 LINCOLN ST. PHONE—LIBERTY 1206 


EDGAR S. KIEFER TANNING COMPANY 


Tanneries at Grand Rapids, Michigan 








Send Children to School 
in Shoes that Fit 


[CONTINUED FROM PAGE 23] 


well as contemporary generations will 
be good. 

Overcoming over-the-counter sale of 
children’s shoes is an educational job 
—requiring dramatic co-operative pro- 
motion designed to sell, first, the idea 
of foot health and its importance; sec- 
ond, the part correct fitting plays in 
foot health—plus the promotions of 
individual stores to emphasize their 
competence as fitters of feet. 

United you can do a real job in 
your community in this all-important 
task of getting children into correct 
shoes properly fitted. The better job 
you do in helping the children, the 
greater your own reward is going 
to be. 


Adds Dancing Shoes to Line 


Boston, Mass.—David T. Nathan, 
well-known Boston wholesaler, an- 
nounces that he has added to his regu- 
lar lines a tap dancing shoe which car- 
ries a professional toe tap, highly 
recommended for zoth beginners and 
advanced students. With these shoes 
he plans to invade what is developing 
into a large market, the Dancing Teach- 
ers’ Association recéntly having re- 
leased figures revealing that instruction 





last year was given to 3,000,000 per- 
sons. These new shoes are stocked in 
two styles—black patent and white side 
leather, in a complete range of sizes 
and widths. 


Fred M. Eddy 


BurraLlo, N. Y.—Fred M. Eddy, who 
for many years operated a retail shoe 
store in Sinclairville, died suddenly 
after a heart attack in a barber shop. 
He was 62 years old and had been a 
resident of Sinclairville for the last 20 
years. Mr. Eddy is survived by two 
brothers, Louis Eddy of Gerry and 
Charies Dann Eddy of Kennedy, and a 
sister, Mrs. Martha Wilder of James- 
town. Funeral services were held in 
the Harrison Funeral Home and burial 
was in Sinclairville. 





Nelson Adams Changes 
Hea 

Burrato, N. Y. — Nelson Adams, 
shoe traveler representing D. Meyer 
and Sons, will leave Buffalo shortly to 
make his home and headquarters in 
Binghamton, N. Y. His departure is 
due to the fact that his son, a phy- 
sician, has recently been made assist- 
ant superintendent of the Binghamton 
Memorial hospital. 
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Uncle Henry Says: 
[CONTINUED FROM PAGE 36] 


Tr than on how many years he’s 
spent doing it. Ain’t that right, 
Charley?” 

Guess I must of got a little het up 
*cause I noticed afterwards I’d skinned 
up my knuckles pounding on the coun- 
ter. Anyway I went: “Them there 
stores you name ain’t exactly numb- 
skulls and it’s a mortal cinch they 
wouldn’t leave a likely looking fellow 
like you get away so easy if he’d been 
paying real good attention to his job. 
You’ve had too much experience mov- 
ing and not enough experience sticking 
on the job to suit us here.” 

I didn’t get no further ‘cause he’d 
slammed his hat on mad like and left. 

Some times I wonder do I talk my 
mind too plain. D’you reckon so? 


Yours truly, 
UNCLE HENRY 





W. T. Dickerson Vacations 
in Canada 

CoLumBus, On10—Walker T. Dick- 
erson, president of the Dickerson Shoe 
Co., has left for an extended vacation 
up in the wilds of Canada. Accom- 
panying him are Mrs. Dickerson and 
their grandson, Owen. 

Returning about the last part of 
August, Mr. Dickerson plans, until 
then, to forget.all about the shoe busi- 
ness on his own little three-acre island, 
Dickerson Island Number 112, in the 
Northern Georgian Bay, Province of 
Ontario. The closest touch with civil- 
ization will be Killarney, a village of 
about 500 inhabitants, and there is 
absolutely no communication with the 
outer world—and the “shoe business” 
—except by a long boat trip to the 
mainland. 

Although no electricity or plumbing 
is available, the island has been made 
habitable by the erection of one main 
lodge, and two guest cabins. 

C. G. Shriner, secretary in charge 
of advertising, and his wife will leave 
on the 8th of August for a-10 day 
stay on Mr. Dickerson’s Island. Other 
guests have also been invited through 
the season, and will have their oppor- 
tunity of pulling in some of the fine 
bass here. 


Shifman Bros. Open 


New Store 


Detroit, MicH.—Shifman Brothers, 
Mendel, Simon and Joseph Shifman, 
who have operated a men’s and women’s 
shoe store at 3042 Hastings Street for 
a number of years, have opened up 4 
new store at 3741 Hastings Strect, 
under the name of the Arden Shoe Com- 
pany. 

The new store has been modernized 
and a new store front added in the 
modernistic manner. At present only 
women’s shoes are carried in this store. 
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. [CONTINUED FROM PAGE 39] 


talked over. And here they are, hard at work and chat- 
ting gaily: a 

Mrs. Jones—“Now the very first thing we will do is 
to get after your father’s room. I don’t see for the life 
of me how that man manages to import so much dust 
and dirt. We'll start with the closet, Gene. Everything 
that is hanging there should be put on the bed. Don’t 
take the suits off the hangers. Grab all those hats on 
the shelf and get them out of there. Pull those hun- 
dreds’ of ties off the tie rack. Take everything off the 
floor and move it out into the middle of the room.” 

Gene—“But, mother, there isn’t anything on the 
floor. That is, nothing but Dad’s slippers and these two 
old pairs of shoes. Gosh, but they’re sights—look at 
them. Why do you suppose he ever keeps them?” 

Mrs. Jones—“That, Gene, is one of life’s minor mys- 
teries. That’s your father all over. Just look here, will 
you? Here’s a dark blue suit in good condition, a light 
gray one with stripes, a dark gray and this really nice 
brown, tweedy one, a sport coat and two pairs of 
freshly laundered slacks. Yet, with all this wardrobe 
full of clothing, he insists on getting along with one 
half-decent pair of shoes which he wore when he went. 
away; and these two pairs which ought to have been 
relegated to the ash-can at least a year ago. 

“And that gives me a thought. Your father in his 
infinite wisdom, having seen fit to duck out from under 
a mere trifle of work around the house, is going to find 
out when he returns that we have been doing some brain 
work right along with our housecleaning. 

“We will plan Father’s new Fall shoe wardrobe.” 

Announcer—“And we will leave it to your imagina- 
tion to determine what Mrs. Jones and Gene decided on 
in the way of shoes for Father. Two days of window 
shopping (always such fun for the ladies), a few dis-* 
creet inquiries addressed to shoe merchants and the 
trick was done. Needless to say, when Father came 
home and found himself confronted by two determined 
females, he’ decided that discretion was the better part 
of valor. Three pairs it was—each pair designed for a 
particular occasion and to harmonize in color and de- 
sign with the suit to be worn with it. And he is proud 
now that the operation is over.” 


r 


Enlarges Shoe Department 


Brockton, Mass.—The shoe department at Fraser’s 
Dry Goods store has been removed from its position 
on an elevated portion of the street floor to the opposite 
corner, bringing it on the level with the street. This 
move eliminates the steps leading to the department, a 
factor which, it is expected, will bring more people 
to the section. The new location affords about three 
times the space previously occupied, providing more 
space for selling and for stock rooms. 
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AMERICA'S 


Exclusive Boot 


Kirkendall leads fyuin with 


a complete line of Boots 
of all kinds ie 


Kirkendall, America’s Premier Boot 
Line, is ready for the biggest boot 
season yet with 


lst Greatest assortment of styles in all 
kinds of boots for riding, hiking or 
walking including riding boots, field 
boots, jodhpurs, service boots and cow- 
boy boots. 
Largest stock of boots that has ever 
been carried by any handler of boots 
in the United States for you to draw on 
for at once shipment. 
Backed by a greatly enlarged factory— 
America’s largest exclusive boot fac- 
tory — which makes every pair of 
Kirkendall boots by our own skilled 
boot makers who work only on boots. 


Order now and be prepared for your 
Fall Boot demand 


612 


KIRKENDALL BOOT COMPANY 
OMAHA - - - NEBRASKA 








































BOOT AND SHOE RECORDER, August 14, 1937 


dualszec CORRECTION 


The ONLY True Method of Relief for WEAK ARCHES! 


How Dr. Scholl’s Arch Supports are 


molded to each foot’s individua!l needs on 


«| Dr. Scholl’s Arch Fitter; how they are pro- 


gtessively adjusted to facilitate correction 
and why “corrective” shoes of one standard 


elevation to fit ai] feet do not meet these Catalog. 

vital needs—these facts are driven home THE SCHOLL 
with powerful emphasis in our big national MFG.CO.,Inc., 
advertising campaign. Chicago, Ill. 





Take advantage of this rapidly awakening 
public consciousness to i 
of relief by featuring Dr. Scholl’s Ar 

Supports. The profits in them are big. 
Write for new 
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REMEDIES 





Alert shoe manufacturers are now 
placing their requirements with 
the Richard Young Company for 
White Thruout Genuine Buck for 
the 1938 white season. It will pay 
you to contact the Richard Young 
Company representative nearest 


you to learn the reason why... .« 














Give the Children 
Their Own Department 


[CONTINUED FROM PAGE 32] 


has found that a large percentage of 
children’s feet are pronated and weak 
and that there are many with knock 
knees and other difficulties that can be 
helped by correct shoes. 

Then he studies the type of child, 
whether it is an active child with an 
abundance of energy that requires a 
sturdy shoe, or a quieter. child who 
never wears out the shoes and could 
use a lighter weight...With this knowl- 


edge in hand and a good line of chil- 
dren’s shoes on the shelves, the shoe 
man is able to fit the child into the 
correct. shoe. 

Selling a shoe that will “almost” fill 
the bill is “out” so far as Mr. Alex- 
ander’s men are concerned. The policy 
of the store is to have only seasoned 
and experienced shoe fitters, and they 
are instructed to order the correct shoe 
or let the sale go if necessary, rather 
than betray the confidence of the cus- 
tomer. 

“Selling the parent on the shoe” is 
the next important step in establishing 
come-back customers, according to Mr. 
Alexander. “To get the customer’s con- 


sent or to say the shoe is good for him 
is not enough. Tell the customer what 
the child’s foot requires, what that shoe 
is going to do and what it cannot do, 
and in what way the construction of 
that shoe differs from an ordinary 
shoe. 

“When you have your customer 
thoroughly educated on what that shoe 
is going to do for her child, she knows 
the answer to all the questions on why 
she spent that much money on a child’s 
shoes, and you have your best insur- 
ance against returns.” 

Mr. Alexander, in the shoe business 
in Des Moines for 23 years, was lit- 
erally nudged into the children’s de- 
partment when the other salesmen, not 
wanting to be “bothered,” would ask 
him to take those customers with chil- 
dren. He realized that his calm, easy- 
going demeanor and a determination 
not to let his temper be ruffled by 
tantrums or other evidences of high 
spiritedness, stood him in good stead 
and he was able to lead the child’s 
desires to the shoe it should have. 


His interest in corrective shoes began 
when he noticed that a boy with a club 
foot condition, walked better when he 
put on a new pair of shoes than he 
did with heavy braces on. Realizing 
that the braces seemed to be weakening 
the lug muscles, he convinced the man 
te let the boy try new shoes at more 
frequent intervals, which he believed 
would correct the defect, and let the 
braces off for a trial period. The suc- 
cess of this attempt influenced Mr. 
Alexander to learn all he could on 
corrective shoe fitting for children, and 
he has studied every available source 
of material relevant to the subject. 

When the lines of children’s correc- 
tive shoes were taken on by Field’s, 
Mr. Alexander personally contacted the 
children’s specialists in the city and 
explained the service they were trying 
te give when they sold children’s shoes. 
First came the doctor’s children, then 
the patients’ and now “Fields for shoes 
for children” is often a part of the doc- 
tor’s prescription. 

A complete size record and shoe his- 
tory of each customer is kept on file 
and a sales memorandum giving the 
name of the store, the size shoe, the 
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style and the price, is inclosed with 
each pair sold. . 

The Field Store, with a background 
of 54 years in the same location, is 
one of the pioneer shoe stores to base 
its merchandise on quality shoes re- 
gardless of depression, panic or pros- 
perity. 

It was founded by Frederick Field 
in 1884 right next door to its present 
store, and moved to its present building 
after ten years. In 1918, Mr. T. Frank 
Jaques purchased the store and has 
been its president since that time. 

A year later, Mr. Alexander became 
affiliated with the store and is now 
secretary-treasurer and in full charge 
of the children’s shoe department. His 
years in the shoe business have been 
characterized by his activity in the 
organizations of the industry, having 
served as president of the Des Moines 
Shoe Retailers’ Association and is now 
vice-president of the Northwestern 
Shoe Retailers’ Association. 

The Field Shoe Co. was merged with 
the White Shoe Co. in 1930 and Ray 
J. Barnes became vice-president of the 
new firm. 

The store still retains the family 
style of store, with its walls lined from 
floor to ceiling with boxes of shoes, and 
its large stock of seasonable merchan- 
dise all carried on the main floor. 

Shoe sales are held only twice a 
year, with a percentage reduction on 
the corrective shoes. A steady weekly 
advertising program is maintained 
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throughout the year, and seasonable 
gifts of toys like marbles, tops, skip- 
ping ropes and other inexpensive 
trinkets, are given to all children com- 
ing to the store. 


Edison Sales Increase 


St. Louis, Mo.— Edison Brothers, 
Stores, Inc., reports consolidated net 
profits for the six months ended June 
30, 1937, amounting to $581,510.93 after 
provision for all normal federal taxes, 
but without providing for federal tax 
on undistributed earnings. This com- 
pares with $416,704.63 for the first six 
months of 1936, and is equivalent to 
$1.43 per share on the 380,244 shares 
common stock outstanding after deduct- 
ing $37,500, a sum equal to dividends 
on the new preferred stock for a full 
period of six months. (As the pre- 
ferred stock was issued on April 15, 
1937, only the initial dividend of $12,- 
432.00 was paid during the first six 
months of 1937.) 

Sales for the six months’ period ag- 
gregated $11,779,463.92, compared with 
$9,342,142.30 for the first six months 
of 1936, an increase of 26.09 per cent. 
Stores in operation on June 30, 1937, 
numbered 112, compared with 95 at 
June 30, 1936. 

The proceeds from the sale of 30,000 
shares of $50.par value 5 per cent 
cumulative preferred stock (convert- 
ible until March 15, 1942), issued on 
April 15, 1937, were added to the com- 
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pany’s working capital. The balance 
sheet on June 30, 1937, shows current 
assets of $4,416,914.22, against current 
liabilities of $1,265,567.37. 

Current assets on June 30, 1937, in- 
clude $1,190,737.84 in cash, $751,640.63 
U. S. Treasury Notes, and $2,436,741.64 
merchandise inventories. The company 
had no bank loans on June 30, 1937. 


To Build New Store 

CuHIcaGo, ILL.—Maling Brothers have 
leased space for another outlying store. 
The new store will be located in the 
new building soon to be erected at Sher- 
idon and Devon at the edge of the pros- 
perous Rogers Park district. The build- 
ing project itself, which is one of the 
largest proposed structures in the 
city since the depression, will cost 
$3,000,000. 


Three Point Program 
[CONTINUED FROM PAGE 27] 


tive. Most manufacturers are showing 
a few cocktail or dinner shoes. 
Remember the season is a rich one. 
Buy brocades, lamés and mesh for 
luxury, color and style; satin for vol- 
ume, and gold and silver kid because 
they are musts and because they in- 
clude beautiful patterns. Add a few 
crepes and suedes ‘and some novelties. 
Don’t forget that black in evening 
dresses is stronger than ever. And be 
sure to remember your three basic 
styles in the Winter evening picture. 





TAKE A TIP FROM LANAM 


Help yourself to bigger profits via the “Brown Plan.” 
Read what Sam E. Lanam has to say about how the Brown 
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plan helped him. No more overloading of lines . . . no more 
worry about duplications of sizes and styles . . . 


window 


trims that catch eyes and catch customers . . . help, in fact, at 
every step of the way. Do as Mr. Lanam and hundreds of 
other shoe merchants are doing—let the Brown plan simplify 
your problems, help you increase sales and profits. Ask us to 
send you further details about this sane, workable plan which 
covers every phase of shoe retailing. 


Desw Soe GowsgQsinay, 
MANUFACTURERS, ST. LOUIS 


MANUFACTURERS OF BROWNBILT AIR STEP SHOES FOR MEN AND WOMEN AND BUSTER BROWN SHOES FOR GIRLS AND BOYS 






















(inaerell 


SUEDE DRESSING 


Brings new life to nappy leathers. It re- 
moves, not hides, the dirt, and restores the 
color. Dauber for applying and brush for 
bringing up the nap included with each bot- 


tle. A suede dressing without a rival. 


(Brush and Suede Stick) 


A 25¢ seller that has taken the country by 
storm because it is so easy to use. Com- 
plete with an Onyx Catalin brush and Stick 
of correct color. It stands in a class by 
itself. 








Practical 
Fast-Selling 


Nifty 
Suede Brush 


Best lipstick style suede brush on the mar- 
ket. Made to fit the purse . . beautifully 
finished . . four colors of catalin . . gold 
finished trimmings. 


Easiest 
To Use 


EVERETT & BARRON CO. 


Providence, R. I. Toronto, Canada 




















BOOT AND. SHOE “RECORDER, August 14, °¢937 


Store Installs 


The interior of Stenchever’s new repair shop in which is 
combined the latest in shoe rebuilding machinery with 
modern and attractive furnishings. 


Paterson, N. J.—Stenchever’s Shoe Store, at 96 
Main Street, here, in conjunction with their: 52nd 
anniversary, have opened a new shoe repair shop for 
the convenience of their customers, at 10 West Broad- 
way. : 

The new repair shop is one of the most modern of 
its kind -in the state. It is attractively furnished with 
green, modernistic, leather chairs and pure gumwood 
fixtures. The machinery is glass-enclosed which makes 
the store proper entirely noiseless, dustless and odor- 
less. 

Besides handling repair work for Stenchever’s, the 
new shop caters to the general public as well. Sidney 
L. Simon, who has had several years experience in 
shoe repair work and was originally a Stenchever em- 
ployee, will manage the shop. 



























Hanan Modernizes Detroit Store 


Detroit, Micu.—Modernization of another promi- 
nent downtown shoe store, Hanan and Sons, was com- 
pleted recently here. The store has been established 
for some years facing Grand Circus Park and Manager 
M. Van Alstyne recently decided that the store needed 
a new face to present to the public. 

The result is a modern treatment in a style of re- 
strained taste that is unusual and demands careful! 
attention. In keeping with the appeal of the store to 
the more exclusive trade, its appearance is-that of a 
place for those who expect better things in taste and 
merchandise. 

Aluminum and glass are the materials used; with 
aluminum used as trim on the front and around the 
windows. The windows are curved and a small side 
window is located on the door side of each main win- 
dow. This construction allows wide eye-appeal for a 
full front view and at the same time allows widening 
of the vestibule. 

A center entrance has replaced the old-style side 
entrance afid a new window has been gained thereby. 
This: more than doubles the display space available. 
One window is being devoted to men’s shoes, and one 
to women’s, 
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President Opposed to Increased Shoe Duty 





Opposition Based on Grounds that an Increased Tariff Might 
Conflict with General Policy of Building Up 
International Trade 


WASHINGTON, D. C. — President 
Roosevelt is opposed to any increase. in 
import duties on cemented shoes from 
foreign countries on the ground that 
it might “conflict with the general 
policy of building up our international 
trade.” 

In a letter to Representative Bert 
Lord, Republican, of Afton, N. Y., the 
President said in his opinion “no ac- 
tion should be taken to increase bar- 
riers to imports from foreign countries 
at a time when this Government is 
making every effort to bring about a 
reduction of trade barriers as a means 
of restoring our foreign commerce, un- 
less there are special and compelling 
reasons for so doing.” 

Lord had written the President urg- 
ing that tariff rates on cemented. shoes 
be raised from 20 to 30 per cent. 

The President’s letter took the same 
view voiced by Secretary of State Hull 
against the investigation called for in 
the Walsh resolution and pointed out 
that figures on hand covering shoe im- 
ports as compared with domestic pro- 
uction “do not suggest the existence 
f an emergency situation calling for 
immediate action.” Set 
. Almost at the same time the. White 
House letter was made.public, the Sen- 
ate*Finance: Committee voted to report 
_ favorably on the Walsh resolution 

hich directs the Tariff Commission 
ito conduct an investigation of the 
difference in cost of manufacture to 
= and foreign cemented shoe 

anufacturers. 

At the suggestion of the Tariff ee 

ission, the Committee revised the 
poaettin to cover women’s and chil- 
‘dren’ 's cemented shoes. Originally the 
resolution applied. to all types of. ce- 
mented shoes but the Tariff Commission 
advised the Finance Committee that a 
limited study would be a time-saver. 
_ The Walsh resolution if passed by 
the Senate will call for the identical 
pndy already asked for by the New 

gland Shoe & Leather Association 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

: August 30, 31, 1937 


Official Leather ‘Opening, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Spring, 1938, 
Waldorf-Astoria Hotel, New York 

September 9, 10, 1937 


New York State Shoe Retailers Asso- 
ciation, 19th Annual Convention, 
Hotel Ten Eyck, Albany, N. Y. 

Oct. 3, 4, 5, 1937 


Spring Style Opening Shoe Fashion 
Guild of America, Hotel Biltmore, 
New York November 1, 2, 3, 1937 


National Shoe Fair, Hotel Steven 
Chicago, Ill Jan. 3, 4, 5, 4 "1938 


Northwestern Shoe Retailers Re- 
gional Association Annual Conven- 
tion-Exposition, Hotel Radisson, Min- 
neapolis, Minn...January 9, 10, 11, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. .,.......January 16, 17, 18, 19, 1938 


Texas-Oklahoma Retail Shoe Dealers’ 
Association and Southwestern Shoe 
Travelers’ Association Joint Annual 
Convention, Fort Worth, Texas 

January 17, 18, 19, 1938 


m 





whose application is now under scru- 
tiny by the Commission. Although a 
gréat .deal of preliminary work has 
been completed by the Commission on 
the Association’s, request, officials said 
recently that the full inquiry would be 
launched immediately should the Walsh 
resolution be: passed. 

Senator Walsh, Democrat, of Massa- 
chusetts, sponsor of the resolution 
which is aimed at increasing the duty 
on imported shoes, plans to write a 
report on the favorable action of the 
Committee, an unusual procedure since 

[TURN TO PAGE 48, PLEASE] 


Pedicraft Shoes to Be Made 
by Brooks Shoe Mfg. Co. 


PHILADELPHIA, PA.—Pedicraft Shoes, 
formerly manufactured by the H. W. 
Merriam Shoe Company, Baltimore; 
Md., have been taken over by the 
Brooks Shoe Mfg. Co., this city. 
The new firm will be known as the 
Pedicraft Shoes: Shoes will be manu- 
factured on the same lasts and pat- 
terns as formerly, under the trade 
names “Pedicraft Shoes” and “Cradle 
to College” shoes. Michael Goldenberg 
will have charge of the general man- 
egement of the firm and Henry Ehr- 
man, formerly with Merriam Shoe 
Company, will supervise the factory. 
Mr. Goldenberg ‘announced that it wa 
their intention to improve the qualit 
of the shoes so that they will rank with 


the very best in the field. In order to 


do this, the newest and best equipment 
available has been installed in the plant. 


Shoe Firm Buys New Building 


Conway, ARK. — Manager Jess¢ 
Dempsey and associates have bought 
the building now occupied by the Con: 
way Shoe Store, 912 Front St., at a 
cost of $6,750. They will spend an+ 
ether thousand dollars in remodeling: 
W. E. Jumper, well-known shoe sales- 
man, is a partner of the firm. 
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ELAM’S PRE- 
z= WELTS 







5K. - 


Cool, brisk, Fall..weather makes 
thé youngsters play hard. They need | 
shoes that ‘“‘can take it.” That’s 
why their mothers choose Elam’s 
Pre-Welts, neat and sturdy juvenile 
she that give proper fit, comfort 
and healthful support. Our cata- 
logue of styles, all in stock, will be 
valuable assistance in merchandis.-.. 
ing your children’s shoe departme: 


c x 
7 


for Fall. Send for it today. oe 
» ae 


ANNU o)nae! 


176 No. WATER ST. ROCHESTER, N. Y 





F. 








U-S-LEATHER 
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Child Confidence Builds Juvenile Business 


[CONTINUED FROM PAGE 25] 


Mr. Sachs does not forget the older 
boys and girls. He attends and takes 
part in Boy and Girl Scout meetings 
and affairs, and he always gives them 
a helping hand in any special affair or 
piomotion on which they are working. 
In this his window display experience 
stands him in good stead, and the times 
he has aided them by special window 
displays have'created much comment on 
the originality and attractiveness of 
his set-up. He also works with the 
local dancing schools, aiding them in 
their affairs and carrying in stock all 
their different needs in the way of all 
types of dancing shoes, taps, etc. 
But in all this play to the children, 
Mr. Sachs does not forget the parents, 
who after all are the ones who have the 
purchasing power. On any legitimate 
complaint as to the fitting or wear- 
ability of their children’s footwear, the 
customer promptly receives a new pair 
of shoes. Mr. Sachs keeps a complete 
customer record of every sale made 
since the opening of the store, and he 
always has at his fingertips complete 
information as to the legitimacy of the 
complaint. He feels that this expense 
more than justifies itself in the long 
run by producing a satisfied clientele, 
so he chalks it up to advertising ex- 
pense. He always follows up his sales 
with customer cards calling their. atten- 
tion to the time which has elapsed since 
their last purchase and telling them of 
any special offerings he may have at 
that time. On the matter of customer 
ecards, Mr. Sachs has a novel method 
which he follows religiously and which 
has resulted in bringing many new cus- 
tomers to his shop. Every day - he 
notes the birth announcements in the 
local newspapers and to each new arri- 
val he sends a greeting card. He follows 
this up with cards on the youngster’s 
first week’s birthday, then on monthly, 
semi-annually and yearly birthdays, 
up to the time when the child first 
needs shoes. He is a strict advocate of 
the idea that a child should not wear 
shoes until it has been walking for at 
least three months, and he refuses to 




















There IS a Difference 
In Sole Leathers 


The proper degree of suppleness in oars is as essential to the sculler as is the 
proper degree of flexibility in sole leather of vital importance to the wearer of 
shoes. The winning of a race, or of satisfied customers, is greatly dependent on 
the selection of equipment or materials. 
buyers concentrate their sole leather purchases on U. S. Leather—it provides a 
full measure of foot freedom and comfort. 


The UNITED STATES LEATHER COMPANY 


27 Spruce Street, New York, N. Y. 





fit a child with shoes before that time. 
Mothers, having their child’s health in 
mind, agree with him in most cases 
and he has lost very few sales by a 
strict adherence to this policy. The 
results of Mr. Sachs’ ideas have more 
than proved themselves in the fact that 
early this year he was obliged to move 
into larger quarters to handle his grow- 
ing business. 

His new store, designed by himself, 
embodies many of the ideas which, be- 
cause of lack of space, he was unable to 
use in his former store. There is noth- 
ing elaborate about his new shop, but 
it is furnished simply and tastefully 
in a fashion certain to appeal to his 
juvenile customers. The interior has 
been designed to give as complete an 
atmosphere of a nursery or playroom 
as is possible in a shoe store. The en- 
tire rear wall has been painted to re- 
semble the abode of the “Old Lady 
Who Lived in a Shoe,” and various 
well-known Mother Goose characters 
are pictured playing around the “old 
shoe.” The door in the shoe is the en- 

















.. . As In Oars 


That is why scores of keen leather 
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GENERAL OFFICES: BOWMAN BUILDING 


trance to the stock room in the rear 
of the store. The window, on, which is 
hung small swinging blinds or shutters, 
is a small display insert, illuminated by 
hidden lights. All the paintings are 
done in natural colors which, besides | 
providing a novel rear setting to the 
room, give the interior a feeling of 
depth. 
The entire room is painted in light 
colors, with the walls a light yellow 
and the ceiling white. This provides 
the maximum of light and gives an air 
98 cee 7g,” Pgh lage ce ORVILLE J. BOWMAN, President ALLEN BOWMAN, Vice President ALGOT J. BOWMAN, Secrotary-Treasurer 
colors used. The sole illumination of 
the shop is carried out in a novel man- BOWMAN BROS 
ner in the form of tall wooden soldiers iiieceihlen sd ROCKFORD 
which were designed by Mr. Sachs him- KEWANEE perpipssy 
self, one of which stands in each corner penn Shoe SxS: tor DE RAL 
of the room. Concealed in the hat of BUSHNELL rota QuINCY 
each is a large electric light bulb and at , 
reflector. When all of these are in use 
they provide more than ample illumina- 
tion. 
The two cabinet display cases, one 
on each side of the room, were designed 
by Mr. Sachs. There is no glass in 
either except for ‘the slanting fitting 
mirror at their base. Hidden tube light- 
ing sets off the displayed articles to 
their best advantage. The floor is 
covered from wall to wall by deep-pile 
carpeting of a dark wine shade which 
fits in well as a contrast to the lighter 
colors. Fitting chairs, of the modern 
chromesteel type, are in the form of 
low-built divans for the convenience of 
the little customers, and are uphol- 
stered in blue and yellow leather. The 
circular hassock in the center of the 
room, besides providing additional seat- 
ing capacity, breaks up the length of 
the room and adds to the general attrac- 
tiveness. To the right of the entrance 
is the wrapping counter which is 
backed up by a small hosiery bar. The 
glass-fronted counter is used as an 
additional display case. Situated direct- 
ly across the room from the counter 
and to the left of the entrance is the 
X-ray fitting machine. ° 
The exterior of the store is done in 
black carrara glass with aluminum 
trim. The display windows have more 
than double the space of those in the 
former store, and they provide ample 
room for Mr. Sachs to exercise his 
talents in the way of novel and inter- 
esting displays. These windows are 





MONMOUTH, ILLINOIS 


June 15, 1937 


X-ray Shoe Fitter, Inc., 
Milwaukee, Wisconsin 


Gentlemen: 


Please ship us at once another X-ray Shoe 
Fitter for our Woodstock, Illinois store. The 
machines we now have in operation at Rockford, 
DeKalb, Dixon, Monmouth, Kewanee, Canton, Macomb, 
Quincy and Galesburg are giving us wonderful serv—- 
ice and we find that since putting in these X-ray 
machines a year ago, we have increased our busi- 
ness on arch type and conservative footwear almost 
30%. We also find these machines are an absolute 
necessity for fitting children's shoes and our 
children's business has increased almost double 
since we have installed these machines, 














Yours very truly, 


BOWMAN BROS. SHOE STORE, INC. 
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backed up with frosted glass which al- 
lows outside light to come into the store 
without any glare or shadows. 
Mr. Sachs is more than pleased with 
his new shop and the reception it has e 
been accorded since its opening. Many a ; 
complimentary remarks on the store’s ; 
appearance have been received, not only 
from customers, but from other shoe 
men as well. 


ee oe Saar SHOE FITTER ING. 


Be crmmagt oe Manolis and adasiona! 
. « Sax - information 
ce Ome ee | 3535 NORTH PALMER, MILWAUKEE, WISCONSIN 


ent. No. 2,087,110 on their new “Zipper 
Spat.” Their newest product is antici- 
pated as a popular accessory for. this 7" 
coming season. 1 on 4 = 
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Nurses’ Shoes 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
Process 


IN-STOCK 








* 


Ne. =, 
ada to9 


Ne. 2005 


m2, = QWENS SHOE Co. 
xo wes 28 Goodhue St., Salem, Mass. 
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Bowling Shoes 


et 








PROFESSIONAL 
BOWLING SHOES 
Men's Women’s Oxfords 
$2.70 $2.60 5¢ less 

Combination Sole 







é ul 
BROOKS SHOE MFG. CO. 
Swansen & Ritner Sts., Philadelphia 
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Riding Boots 
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President Opposed to 
Increased Shoe Duty 
{CONTINUED FROM PAGE 45] 


reports are usually written on bills 
brought out of committees but seldom 
on resolutions. . 


Walsh told the Boot AND SHOE RE- 
CORDER that his determination to sub- 
mit a report to the Senate is prompted 
by the Hull protest which. in ‘some 
circles was regarded as _ definitely 
blocking chances for favorable action 
on the resolution. The Senator believes 
his report will go a long way toward 
assuring favorable action in the Senate. 

Text of the President’s letter is as 
follows: 

THE WHITE HOUSE 
Washington - 
July 30, 1937 
My dear Mr. Lord: 

“I have received your letter of July 
2,.1937, regarding the increase in im- 
ports of shoes from Czechoslovakia and 
urging that the tariff rate on cemented 
shoes be raised from 20 per cent to 
30 per cent. 

“Without going into the merits of 
this. particular proposal, I may say 
that in my opinion no action should be 
taken to increase barriers to imports 
from foreign countries, at a time when 
this Government is making every effort 
to bring about a reduction of trade 
barriers as a means. of restoring our 
foreign commerce, unless there are spe- 
cial and compelling reasons for so do- 
ing. With reference to shoe imports, I 
am informed that imports in 1929 of 
women’s. and misses’ leather footwear, 
which include nearly all imports of 
cemented shoes, amounted to only 4.2 
percent of domestic production of such 
footwear, and that in each year since 
1932 such imports have amounted to 
less than 1.5 per cent of such domestic 
production. 

“Imports of all leather footwear from 
all countries in the first four months 
of 1937 represented only eight-tenths 
of one per cent of domestic production, 
and United States leather shoe produc- 
tion during this period reached the 
record total of 141 million pairs. These 
data do not suggest the existence of 
an emergency situation calling for im- 
mediate action which might conflict 
with the general policy of building up 
our international trade. 

“You mention Czechoslovakia, from 
which country come most of the ce- 
mented shoes imported into this coun- 
try. As you doubtless are aware, the 
fact that trade-agreement negotiations, 
with a view to improving the oppor- 
tunities for mutually profitable trade 
between the United States and Czecho- 
slovakia, are contemplated, has been 
announced. With reference to those 
contemplated negotiations I may assure 
you that the situation and needs of the 
domestic producers of any products 
which may come under consideration 
in these negotiations will be given most 
careful and thorough consideration, and 
all interested persons will receive full 
opportunity to express their views in 
the matter with the assurance that 
these views will be most carefully con- 
sidered. 

“The domestic shoe industry has al- 
ready been given one opportunity to 
present its views and information to 
the Committee for Reciprocity Infor- 
mation following the announcement 
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“New Shoes” 





never fail to thrill a youngster—especially if 
they're Mrs. Day's Ideals. Styled and con- 
structed by a specialist in th's type of foot- 
wear, they have an established feputation 
with all mothers. Smart retailers of juvenile 
shoes find them not only profitable but ex- 
cellent builders of new business. 


MRS. DAY'S . 
IDEAL BABY SHOE 
COMPANY 


Manufacturers of Fdbric—Cushion—Soft 
Sole—intermediate and 


FLEXIBLE HARD SOLES 











that the negotiation of a trade agree- 
ment with Czechoslovakia is contem- 
plated. Under the procedure fellowed 
in the negotiation of trade agreements 
a second notice, which is the formal 
public notice of intention to negotiate, 
is subsequently issued, together with a 
list of all products which are under 
consideration for the granting of tariff 
concessions to the other country. Ac- 
cordingly, in the event that formal 
public notice of intention to negotiate 
a trade agreement with Czechoslovakia 
is given, and in the event that shoes 
should be included in the accompanying 
list, the domestic shoe producers will 
have further opportunity to. make their 
views and position known.” 

Very sincerely yours, 

FRANKLIN D. ROOSEVELT 


Canada Increases Footwear 
Imports : 


, > 

MONTREAL, CAN.—Imports of leather 
footwear into Canada during May were 
of the value of $143,318 as compared 
with $115,749 in May, 1936. The 
United States was the leading source 
with $62,537 followed by the Unite: 
Kingdom at $36,771. 

Domestic exports of leather footwear 
amounted in value to $54,226 against 
$62,526, the leading ‘purchasers being 
the United Kingdom: and Jamaica, 
with 12 smaller markets. 
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“rock bottom” facts. . 


to his requirements. . . 


pavertites I 


erchandising Ideas 


. Ideas Th 


Ideas to Attract. Children 
Cash, 


gous 
Spring an Pane Rags 7 Ideas 
oting Contest Ideas 
R- -,) List Ideas 
Dollar Dzy Ideas 
Mother’s Day Ideas 
Hosiery Ideas 


39 Chapters 
337 Pages 


$32 


Please re. 
mit with 
order. 


239 West 39th Street 





Buy THis Book 


Quick Help for Shoe Retailers 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
. It is NOT just another shoe 
book, but offers the shoe “merchant the best ideas from 
almost the entire retailing field for instant adaptation 


‘ 
2222: RETAILING IDEAS” 


Enables you to put ideas into action from ,the hour it reaches 
your hands. Concise, all “meat,” it is ten 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 


Ideas for ee Selling, Display, Stock-keeping 
as 

Prize, Discount and Gift Ideas 
Unusual and Miscellaneous; Ideas 
Management and Economy Ideas 

mployer-Emy loyee Ideas _ , 

t Mak ake Stores More Attractive 

Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 


Credit’ gnd Collection! Ideas 


Pain =. 2222 ideas, seven for a@ cent; one used 
more _— pays for the book. 
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NEW! IN STOCK! 


PROFESSIONAL TAP DANCE SHOE 


White Side Leather 
Sizes 814-12 B and C... 
1244- 3 A, B and C 
' 3144- 8 A, B and C 


Patent Chrome Leather ie 

Sizes 8144-12 B and C... 
124%4- 3 A, B and C... 
3144- 8 A, B and C... 


Note: Professional toe tap and heel plate at- 
tached to all size runs. 


$1.50 
1.50 

| 1.60 
$1.50 
1.50 
1.60 











DAVID T. NATHAN 


138 LINCOLN STREET, BOSTON, 
SOLE DISTRIBUTOR 


MASS. 











Colonial Enlarges Plant 


Boston, Mass.—On the thirteenth 
anniversary of the founding of their 
business, the Kaplan brothers of Co- 
lonial Tanning Company, Boston, are 
expanding the sorting and shipping 
departments of their South Street plant 
to nearly double their present size. An 
entire new floor occupying some 7,000 
square feet of space at Numbers 209 
and. 211 South Street, will presently 
be ready for occupancy. From it they 
will continue to ship Colonial Patent 
Leather all over North and South 
America and to all the countries of 
the world. 

An interesting feature of this -new 
addition is-that it adjoins their present 
plant and in order to save time and 
make the handling of leather more 
efficient they have cut through the wall 
between numbers 207 and 209 South 
Street and run a ramp peerene the 
buildings. 

This expansion of space will enable 
Colonial to keep their leather in the 
best possible condition, as it will all 
be laid flat instead of hung from Tacks 
and ‘stretchers. In this way folds and 
creases will be avoided and the leather 
will arrive at the customer’s plant in 
such shape that he can use a larger 
percentage .of it without waste and 
thus get better cutting figures from 
his. purchase. All the ‘skins will. also 
be kept on: wheeled trucks. so that. easy 
transportation from one part of the 
plant. to the other can. be effected. -— - 


New Catalogs 


The Red Wing Shoe Co. placed their 
new Fall catalog in the mails August 1. 
Shoes for the industrial worker and 
the farmer, and also for skiing, are 
shown along with boots for field and 
hunting. An easy book to order from. 

The Wolverine Shoe & Tanning Corp. 
condense their line of work and indus- 
trial shoes into just twelve pages with 
cover in their new catalog mailed to 
the trade recently. All shoes are made 
of shell horsehide on which their pro- 
duction has increased during the past 
year or two from three thousand pairs 
per day to five thousand. 

Selby’s Tru-Poise catalog for Fall 
mailed out recently is a combination of 
art and beauty and shows just fourteen 
shoe illustrations, each shoe done in 
hand wash and each shoe a distinctive 
type. A rich effect is added to this 
catalog by the use of a cerise colored 
cover, imprinted with silver lines and 
stars. 


H. Rephan 


DALLAS, TEXAS—H. Rephan, sales 
representative of the Boston Novelty 
Shoe Corporation, covering the state of 
Texas for that concern, died Friday, 
July 30, from injuries received in an 
automobile accident at Hillsboro, Texas. 

Mr. Rephan’s home was in Dallas 
from where he traveled’ covering his 
various accounts. He:had made many 
friends ‘in the shoe trade during his 


many years association with it and his 
untimely death was deeply felt by all 
who knew him. 


Frederick ¥; Liao 


WESTFIELD, Mass.—Frederick V. 
Linehan, 52, for 23 years this city’s 
leading shoe merchant died at Noble 
Hospital, recently following a cerebral 
hemorrhage. 

Mr. Linehan was born at Brockton, 
the son of Timothy F. and Katherine 
(O’Neill) Linehan. He came here from 
Pittsfield twenty-four years ago, and 
was employed for a year by the late 
D. F. O’Connor. Later he opened his 
own business at 92 Elm Street. 

He leaves his widow, Mrs. Katherine 
T. Linehan; a son, Frederick J. of New 
York City, former Yale football star; 
three daughters, Mrs. Howard Burke of 
this city, Mrs. Frank Murray of Pitts- 
field and Alice V. Linehan of this city. 
He was a member of Westfield Lodge 
of Elks, Whip City Council, Knights of 
Columbus, and the Holy Name Society 
of St. Mary’s Church. : 


Walter Booth to Open 
Waterloo Branch 


WATERLOO, WIS.—Work is expected 
to start shortly on a modern plant to 
house a branch of the Walter Booth 
Shoe Co., here. Voters have approved 
a $35,000 bond issue for construction 
of the plant, which is expected to em- 
ploy between 150 and 200 persons. 








“HIGHEST GRADE ONLY" 
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Women's Shoes 
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Production Continues High 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
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Washington, D. C.—Latest figures on 
shoe production for June, 1937, re- 
leased by the Bureau of the Census, 
Department of Commerce, shows a 
monthly total of 34,240,868 pairs pro- 
duced by the 959 factories reporting 
for the month. This figure, although 
showing a decrease of 1,063,053 pairs 
or 3 per cent from May, 1937, is an 
increase of 4,870,364 pairs or 16.6 per 
—_ over the corresponding month last 


gs TOE for the first half of 1937 
or the period of from January to June, 
inclusive, totaled 231,906,465 pairs, a 
new high in shoe production for the 
half year. This Py represents an in- 
crease of 37,639,790 pairs or 19.4 per 
~~ ged the corresponding period in 

Increases were shown in all lines of 
footwear for the six month period as 
compared with the like period last year. 
Men’s dress shoes increased 19.7 per 
cent; men’s work shoes, 20.4 per cent; 
youths’ and boys’, 30.2 per cent; 
women’s, 5.2 per cent; misses’ and chil- 
dren’s, 14.9 per cent, and infants’, 22.3 
per cent. 





S..B. Morse Resigns from 


Brauer Bros 


St. Louis, Mo.—Southwood B. Morse, 
vice-president of Brauer Bros. Shoe 
Company, this city, announced his res- 
ignation from the firm recently, effec- 
tive September 1. 

Mr. Morse has been connected with 
the company for the past ten years 
and for a number of years he served 
as sales manager. During the past few 
seasons he covered the New York and 
New England territories with the 
Brauer Bros. line. 

Mr. Morse states that he is not as 
yet ready to announce his plans for 
the future. 


Berman Named Snyder & 


Berman Shoe Buyer 


LYNCHBURG, | VA.—William J. Ber- 
man, who was formerly connected with 
the Cannon Shoe Stores in Baltimore 
and Cincinnati, has resigned from this 
firm and has been appointed shoe buyer 
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RATES THE 
ATTENTION OF 
YOUR CUSTOMERS 
© 


A winning argument to buy... 

RUFFIT is such a smooth, sueded 
leather. at-such a moderate price 
that they can't resist it. All colors 


and white. Fine nap and feel. So 
popular your manufacturer will be 
glad to use it, if hej is not already 
doing so. 


Ask him! 


SLATTERY BROS. 
TANNING COMPANY 
210 SOUTH ST... _ TANNERIES 
BOSTON, MASS. ‘SALEM, MASS. 








1937 








and department manager of Snyder & 
Berman, Inc., of this city. 





Colonial Acquires New 
Japan Shop. 


Boston, Mass.—The Colonial Tan- 
ning Company has taken on an addi- 
tional new japan shop in Woburn, 
Mass. This japan shop was formerly 
run by the Peterson-Merrill Japanning 
Company and is next door to the Por- 
ter Japanning Company which plant 
works exclusively for the Colonial Tan- 
ning Company at the present time. 
Poth of these plants will be under the 
same management as the present man- 
agement of the Porter Japanning Com- 
pany, namely, John Porter, Simon Por- 
ter and John Moynihan. 

When the new plant has been com- 
pletely reequipped there will be a total 
production of about 2400 sides daily 
of Colonial’s black and colored as well 
as their white patent. 





Grossman in New 


Headquarters 


NEw YorK—The Julius Grossman 
Shoe store which has been located at 
Fifth Avenue and 36th Street has 
moved into new headquarters at 16 
West 36th Street. The new store is a 
temporary one which will house the 
business until the ultra modern Julius 
Grossman comfort Shoe Salon is com- 
pleted. The address of this newest 
store is not ready for publication. 
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Big Demand for Suedes 


Boston, Mass.—With the exception 
of suedes, the Boston leather market is 
still rather quiet. Suedes, however, are 
making history these days-——both suede 
kid and sueded splits. Kid houses com- 
plain that they cannot fill their orders 
for suede and are living in hope that 
the demand will switch to glazed kid 
and give them a respite. Much the same [ 
is true of houses handling splits, for 
which the demand this year is greater 
even than it was at this time last; 
year. * 

Day to day fluctuations in hide prices 
are not being taken~into consideration 
as much as they were in trying to de- | . 
termine the trend of «leather: prices. |. 
It is true that there has beén a slight 
falling off in the price of hides during 
the immediate past but hides are well 
above the figure at which they sold 
earlier in the year and so-called com- 
modity experts recently have advised 
their clients to buy hides on any slight 
recession in price. 

One Boston leather merchant who 
usually says exactly what he thinks, 
predicted this week that leather prices 
not only would go up but would attain 
levels far higher than those of today’s 
market. 


Daly Bros. Find Business Good 


BELFAST, Me. — The Daly Brothers, 
managers of the Belfast Shoe Factory, 
the largest in the city, are having a 
very good run of business and are ex- 
pecting the contracts to be continued 
for some time to come. 


Fire Causes Water Damage 
in Shoe Factories 


HAVERHILL, MAss.—A $25 fire in an 
eight-story shoe factory here, caused 
water damage, of about $20,000 and 
threw several hundred persons out of 
work temporarily. 

The blaze, in the top floor of the 
building occupied by the Goldberg Shoe 
Company, melted sprinkler heads from 
which water poured to quench the 
flames and flood the building, ruining 
leather stock and finished shoes in the 
Goldberg concern and in the Burchell 
Cut-Sole Co., Haverhill Toplift Co., 
Boswell Counter Co. and A. L. Abrams 
o Supply Co., occupying floors be- 
ow. 


J. T. Bradley 


NASHVILLE, TENN.—J. T. Bradley, 
80, Northwest sales representative for 
the J. W. Carter Company of this city, 
died suddenly on his way to Seattle, 
Wash., on July 28. 

Mr. Bradley had been with the J. W. 
Carter Company for the past 15 years 
and has been on the road for nearly 
60 years. He had been in ill health 
for the past two years. 

_ The funeral was held from his home 
in Kent, Wash., and the body was 
shipped to Springfield, Mo., for in- a 
terment. 
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Perpetual Inventory Assures an Increased Profit 
... and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory : 


Do Business. More Efficiently by Installing the Recorder Stock Record Card a 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 
209 So. Stare Street. i 


Helps you to “buy as you sell”—to know whether each shoe 
is paying its way with a profit, to go light on slow movers, 


to re-size frequently on wanted style and sizes. 
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RATIONAL 


MILKY Tig a °@ Let’s Go To Town .. . 


IITA S With Men’s Shoes This Fall 


SEPT.4 


Announcing 


The 
Official 
NATIONAL 
MEN’S SHOE WEEK 
POSTER 
and Display Kit 


DISPLAY MEN 
Your prompt order will be appreciated 
since the initial print order is necessarily 


pp sresy is the very backbone of this great Vidshed: and you: wilt wndernand thee 


national promotion. To assure community the needs of the entire industry must be 
provided for in the final run which 


acceptance for the week and your participation 
goes to press August lt. There will be 


in it, Boot and Shoe Recorder has prepared a sacaeahaiiaiteaed 
MANUFACTURERS 
By this date you should have received 


card, lithographed in roto brown and Persian your specimen display kit. If you have 
not received them, a postal or a wire 
will bring samples and prices for special 
quantities. 


display kit for retailers! It includes three official 


posters, four streamers and one mounted counter 


orange in the following sizes: 


Poster 17 x 22 


Counter Card 9 x 12 a Men’s Shoe Week Promotion 
: ot and Shoe Recorder 
239 West 39th St., New York 
Streamer 22 x 3 Please Send us National Men's Shoe Week Display 


Kits. 


Complete Kit Priced at 82.00 +.++eCheck (or Money Order) enclosed, or ....Mail C.O.D. 


plus postage. 





Please Print Your Name and Address Clearly 
; R E Cc 0 R pp E R Please Make Checks Payshle to Boot and Shoe Recorder 


The Great National Shee Weekly and Sponsor of National Men’s Shoe Week. 










































BOOT AND SHOE RECORDER, August 14, 





CLassigted and) Want Ad 





SALESMEN WANTED 


| SALESMAN WANTED 


HELP WANTED 








SALESMEN 


New England manufacturer will grant personal interview to salesmen “interested in selling 
branded line of high style men’s shoes retailing from $5.00 to $7.50. Good iristock department. 
Line is nationally known, and featured in Esquire. Salesmen must have following. 

Following territories open: New York State, with exception of New York City; Western Ohio, 
Indiana, Illinois, with the exception of Chicago. 

Address Box F-460, care of Boot and Shoe Recorder, 140 Federal Street, Boston, Massachusetts 











Salesman—Opportunity 


Southwestern territory available on well known line 

children’s and growing girls’ shoes. 
Sold on exclusive agency basis. This is a real oppor- 
tunity for a live wire who present a merchan- 
dising tion intelligently. No letters consid- 
ered un » oy contain full information, age, ex- 





Ot. Address F437, care Boot and Shoe Recorder 
200 South State Street, Chicago, Ill. 











SALESMEN WANTED: To carry, as side 
line, about 20 Goodyear Stitched low heel 
sports oxfords In-Stock, to retail at $2.50. 
Made by reliable manufacturer. Following ter- 
ritories now open—New York, North and South 
Carolina, Illinois, North Dakota, Montana, 
Idaho, Nebraska, Wyoming, Nevada Arizona. 
Straight commission. Give reference and lines 
carried in application. Address F-456, care 
Boot & Shoe Recorder, 140 Federal St., Bos- 
ton, Mass. 





ANTED—Shoe traveler for general line 

wholesale house, with experience. Must 
be acquainted in N. Y. State and Connecticut. 
Sobel Bros., 150 Duane Street, New York. 





ALESMEN to carry Orthopedic cushions as 
a side line. Write Real-Joy Foot Comfort 
Appliance Co., 32 E. Genesee St., Buffalo, N. Y. 





ALESMAN for the state of Connecticut; 
a complete line of children’s shoes from 
infants to growing girls carried in stock in 
Boston, non-conflicting side line will be 
acceptable. Address F-459, care Boot: & Shoe 
Recorder, 239 West 39th Street, New York, 


N. 





SALESMEN—Jersey—Eastern Pennsylvania— 
Upper New York. Complete line shoes, 
slippers, rubbers—Only men with good follow- 
ing apply in person. Metropolitan Slipper Co., 
134 West Broadway, New York City. 








POSITION WANTED 





ANAGER-SALESMAN in shoe store, 15 
years retail experience. Married. Ad- 
dress F-457, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR SALE 





FoR SALE: Used wardrobe sample trunks— 
capacity from 100 to 250 women’s shoes. 
Gregory & Read Co., Lynn, Mass. 





BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





ALESMAN, with substantial capital to in- 

vest in estblished, . profitable, stitchdown 
business. Excellent proposition to right man. 
Address F-458, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








Peacock Store in Modernistic 


Home 


MILWAUKEE, Wis. — The Peacock 
Shoe Store has moved into its newly 
remodeled shop at 431 W. Wisconsin 
Ave., here. The air-conditioned store 
has a modernistic front in black, red 
and green structural glass, and all 
stock is concealed in special cabinets 
back of streamlined, polished wood 
panel walls. Individual chairs and 
attractive carpeting enhance the ap- 
pearance of this new store. 





care Boot 
Street, New York. N. ¥ 


DESIGNER, Patterp.maker and Supt. wanted 
—One that can make designs on Slippers, 
Sandals and ‘Soft sole slippers. Address F-455, 
Shoe Recorder, 239° West 39th 





New York, N. Y gh i 


ANTED — DESfGNER AND MODEL 
CUTTER on Women’s shoes. Give refer- 
ences and salary expected, Address F-454, care 
Boot & Shoe Recorder, 23% West 39th Street, 








WANTED TO. PURCHASE 





WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 


Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 


IRVIN RUBIN 
“The House. of Jobs’’ 


88 Reade St., Cor. Church 
Phone Barclay 7-7887 «. New York City 








Buyers of Surplus Stocks 


Oe ee en 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 

106 Duane St. New York 





Phone WOrth 2-5377 and 5378 
i ra 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 




















Buys Bankrupt Shoe Stock 


LOGANSPORT, IND. — The bankrupt 
shoe stock of The Bootery, formerly 
operating at 310 Fourth St., has been 
sold to Schroeder’s Shoe Store at 305 
Fourth St. The bankrupt stock con- 
sists of ladies’ and children’s shoes, 
valued at $3,000, but sold at twenty- 
five cents on the dollar. 








mum charge, 75 cents. 


address should be counted. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is’ desired twelve words should be added for the address. 


The rate for all display Classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
§3= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eg 


In all other cases each word of the 
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MERCHANTS’ NEEDS 


HOTELS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat, 
MANOL 


Sea asteriee Compeny. 


246 N 
gileees, tl. Side Line 
Salesmen Wanted. 


is 











MERCHANTS’ NEEDS 











DISPLAY 
FIXTURES 


This modern Display Fix- 
ture in extensible sizes— 
12” to 24” and 18” to 36”. 
Genuine Triple Chro- 
mium plated with choice 
of Ebony, Walnut or Ma- 
ple trim. Tilting top holds 
a pair of men’s or wom- 
en’s shoes. Truly a re- 
markable “buy”. 


For a limited time only 


ER 
$21.00 pozen 
ORDER NOW 


SEGALL & SONS 


$23 Arch St., Philadelphia 








It's always 


in St. Louis 


at hotel oe oy 9th St. 


Tune in your favorite temperature and enjoy cool, restful comfort in a 


Lennox air-conditioned room. 


Each room with private bath, radio, and 


other refinements. Two air-conditioned restaurants. 


50% of all rooms, $3.50 or less, single; $5.00 or less, double. 


HOTEL MAYFAIR e« ONE BLOCK OVER «¢ 


SAME MANAGEMENT 
=... 

















Dumping of Rubbers 
in England 

MONTREAL, CAN.—Difficulties facing 
British manufacturers of rubber foot- 
wear, owing to the “dumping” of such 
goods “duty free” from Canada, Hong 
Kong, and elsewhere, were called to 
the attention of Oliver Stanley, presi- 
dent of the British Board of Trade, in 
London recently, by a deputation from 
the Parliamentary Tariff Police Com- 
mittee, headed by T. Levy, Conserva- 
tive member for Elland, Yorkshire. 

Mr. Stanley promised to consider the 
situation. The deputation said that 
some high quality Canadian goods were 
sold in Great Britain below the sale 
price in Canada while cheap goods 
poured in from Hong Kong and else- 
where, where wages were low. 


J. C. Wade Adds Shoe 
Department 


ArcapiA, Fta.—J. C. Wade has re- 
opened his clothing store and has 
added a shoe department. A complete 
line of women’s and children’s shoes 
will be carried at popular prices. 


Store Enjoys Notable 
Sales Increase 


DETROIT, MicH.—Paul’s Shoe Com- 
pany, operating an east side shoe store 
at 6519 Chene Street, has experienced 
an increase in business of one hundred 
fifty per cent since January 1, Paul 
Faust, owner, reports. One reason is 
that Mr. Faust himself is back in the 
business, devoting all his time to the 
store operation: For two years previous 
to that date, he was Chief Criminal 
Investigator for the Wayne County 
Sheriff, and achieved a notable reputa- 
tion in Michigan for his effective work 
kere. He is still official Appraiser for 
both the United States Bankruptcy 
Court and the Michigan Probate Court, 
but devotes most of his time now to 
the store. 

The second reason for the increase 
in business is that the store has been 
partially remodelled to make a more 
attractive appearance for customers. 

The third reason is, that after seeing 
the trend toward better grade shoes, 
Mr. Faust discontinued his cheaper shoe 
lines and concentrated on a higher qual- 
ity line for women. All three factors 
have combined to make his business 
show this unusual jump, he reports. 

The store now has a new neon sign, 
advertising their featured line, on a 
light blue background, with a double 
semi-border of aluminum. Lettering is 
white in background with red neon. 

A larger sign against the front cov- 
ers practically the entire width, with 
the store name in large yellow letters 
and the names of the shoe brands in 
smaller figures on either side in white. 
This sign too has a blue background. 

Store is characterized by a large ves- 
tibule, about ten feet wide by twelve 
feet deep, with a double entrance and 
with a five foot display island between 
the two doors. 

Interior of the store has also received 
attention and general remodelling job 
has been finished. The keynote is the 
installation of the latest type red leather 
upholstery chairs and fitting stools, with 
chromesteel spring construction for the 
frames. 


Airline Tie-in 
New Walk-Over Promotion 


New YorK—‘“Walk-Over Shoes for 
Flying Feet” is the theme of a new 
Geo. E. Keith Company promotion 
based on American Airlines’ exclusive 
selection of Walk-Overs for all the 
company’s stewardesses. 

Capitalizing on the popularity of 
these modern heroines of the air, and 
on the prestige of “The Largest Air 
Line in the United States,” the tie-in 
material stresses the rigid qualifica- 
tions of both the girls and their shoes. 
Newspaper advertisements are headed: 
“Chosen for chic, charm, lightness of 
foot.” Fitting qualities and comfort get 
a further send-off in the fact that each 
stewardess, being a registered nurse, 
knows the importance of properly 
fitted footwear. 

Along with window blow-ups and 
mats of newspaper advertisements 
based on the airline theme, a thousand- 
dollar Flagship model, complete with 
opening cabin, lights, and spinning 
propellers, is available to Walk-Over 
dealers for direct tie-in window display. 

This newsy promotion is completely 
outlined in the Geo. E. Keith Com- 
pany’s new “Advertising Plan Book” 
which includes 30 men’s and women’s 
newspaper advertisements in complete 
mat form ready for local insertion, 
window suggestions, 90 available shoe 
mats, publicity stories and other tested 
advertising helps. 


Employment Reaches Peak in 
Leather Industry 


PEABODY, MAss.— Bertram Creese, 
the new secretary of the Massachusetts 
Leather Manufacturers’ Association, 
reports that employment in the leather 
industry went up to a new peak during 
the first half of the year, here in Pea- 
body as well as other leather centers. 
Wages averaged the highest since 
World War times. 
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June Retail Sales Exceed 


June 1936 


WASHINGTON, D. C.—Sales in retail 
stores during June totaled $3,400,000,- 
000, registering a slight increase over 
the sales volume of June, 1936, which 
was stimulated by bonus payments to 
World War veterans, according to cal- 
culations made public today by the 
American Retail Federation. Total re- 
tail sales for the first half of 1937 
amounted to about $19,400,000,000, an 
increase of slightly more than eight per 
cent, or $1,500,000,000, over the sales 
volume for the same period last year. 

The American Retail Federation’s 
provisional Retail Sales Index, repre- 
senting daily average sales for all kinds 
of retail stores combined, stood at 103 
(1929-31 average equal 100) in June 
compared with 102 for June, 1936. 

The large amount of bonus money 
that went to buy automobiles last year 
accounts to a considerable extent for 
the failure of retail sales as a whole to 
show a greater increase over June, 1936. 
Department store sales last month were 
seven per cent above a year ago, the 
rural retail sales index of the Depart- 
ment of Commerce up by 10 per cent, 
and food stores showed good gains. 
Automobile sales, while being main- 
tained at a high level, were well below 
last year. 

Best relative sales gains were made 
last month over June, 1936, in Virginia, 
the Carolinas, Alabama and the South, 
the area from Missouri and Kentucky 
east and north to central Pennsylvania. 
Comparatively small gains were made 
in California, the Pacific Coast and the 
Southwest. 

While the increase last month over 
June, 1936, was below the national av- 
erage in New York and New England, 
the sales volume was better in relation 
to other areas than in recent months. 





Best’s Apparel Expands 


SEATTLE, WasH.—Best’s Apparel, Inc., 
of Fifth Avenue and Pine Street, this 
city, is constructing a 4-story addition 
to be ready for the Fall openings to 
be staged in all departments, shoe and 
clothing, which will be enlarged by 
this additional set-up. Dorothy Best 
will expand all departments of this ex- 
clusive shoe and apparel outlet by the 
new adjacent four-story building that 
will make the store one of the largest 
specialty shops handling quality mer- 
chandise exclusively for women in the 
West. 





Berkowitz Carrying Shu-Stiles 


Los: ANGELES, CALIF.—Harry Berk- 
owitz, who travels the Southern Cali- 
fornia territory for the Hannahson 
Shoe Co. of Haverhill, Mass., has taken 
on the Shu-Stiles, Inc., line in addition. 
Second Fall orders on both lines are 
very satisfactory, Mr. Berkowitz re- 
ports, as the opening Fall. business in 
this section has been ouch better than 
usual. 


Abasig 
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BOOTS AND. SHOES 
BROOKS SHOE MFG. CO., Philadelphia, Pa..... 2.2.2... ee cee. 48 
BROWN SHOE COMPANY, St. Louis, Mo....... <p Wpacd sas haves wits WIGS tale ae 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, aS earact os SS wale a 
CONNELL, J. M., SHOE CO., S. Braintree, ees oa Yaa yaa ae 
ELAM, F. S., SHOE CO., Rochester, N. Y.:..... 0:0 0200005005 4% 
ENDICOTT-JOHNSON CORP., Endicott, N. Y.............0-..-.-. 4 3,9, 10, MH, 12 
ENNA JETTICK SHOES, INC: Auburn, N. Y......0....00.00e20-00ce ee Ye a ae 
FRIEDMAN-SHELBY SHOE CO., St. Louis, ie ee eS 18 
GREEN, DANIEL, CO., Dolgeville, N. Y............: .. oe Moe Eo ee gk es soar See 15 
KIRKENDALL BOOT CO., Omaha, Neb.. «0.2... 2..5.. 222050. A ER BS FG oy, We 4l 
MISHAWAKA RUBBER & WOOLEN MFG. Co., Mbihes lads: oss ke ee OT 
MRS. DAYS IDEAL BABY SHOE CO., Danvers, Mass......... hii pee as Sopa 
MUSEBECK SHOE COMPANY, Danville, ite RN eget are 5 
Ts re ee AN EN. . 
NUNN-BUSH SHOE CO., Milwaukee, Wis.............. OB GOS BSEaG EEE ore Front Cover 
O'DONNELL SHOE’CO., Humboldt, Tenn..........22.... 08.0500 eee... 8 
COPE Se as Se a ie BRR SR 
PIED PIPER SHOE CO., Wausau, Wis..................... an hets Sg Apc | 
VAUGHAN-TOWLE CO., Wakefield, Mass.......... 00.00 cc ccc tcc cee eee esses, 5O 
LEATHER AND OTHER MATERIALS 
ALLIED KID-GO., Basien end New Vor CAV: oi ec eal ccs cmesees Gf 
GOODRICH, B. F., CO., THE, Akron, O..........0.0 00.2000. 0000 eee eee es... Back Cover 
GOODYEAR TIRE & RUBBER CO., Akron, O.... 2000 ccc cece ee eeaee BI 
KIEFER, EDGAR S., TANNING CO., Chicago, Illl.......0... 000.0 eee. 40 
Cp Seniesa ns ee ns. se ae eh ee Pe 37 
PANTHER-PANCO CO., Chelsea, Mass.... .......0.. ccc c cee cece cece ceeeeeees SI 
RICHARD YOUNG CO., New York City........000000 000-00 eee .. Peoeaae 42 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis..................0.....0.. 2nd Cover 
See ee a II ( ge co ea ee 50 
SURPASS LEATHER CO., Philadelphia, Pa... 2.220066 cee elec eee eens = B 
UNITED STATES LEATHER CO., New York City................. Dest ike yates en 46. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


COMPO SHOE MACHINERY CORP., Boston, Mass...................00.0.0 00205. oe 
E. |. DUPONT DE NEMOURS & CO., INC., Arlington, N. J.........00....0. 0202 eee 35 
EVERETT & BARRON CO., Providence, R. |... 2.0.2.6. eee ge Sica amew eats .. 4% 
LITTLEWAY PROCESS CO, Boston, Mass.............. 0.005 e ccc ce cee eens 6 
UNITED FAST COLOR EYELET CO., Boston, Mass.............6.. 00000 cece eee eee. & 
UNITED SHOE MACHINERY CORP., Boston, Mass.......... Sisaevieeeain 14, 3rd Cover. 


STORE EQUIPMENT AND ACCESSORIES 


ADRIAN X-RAY SHOE FITTER CO., ‘Milwaukee, Wis..............00. 00 cece ee 47 
MANOLIS MANUFACTURING CO.,; Chicago, Ill..... 0.020000 60 e cee 55 
SCHOLL MFG. GO. INC. Chicago, Ul... 6.5 ccc ccc edewccuiemeed eee enns 42 
SE: We EG FIO, Oras oes scise wed nk Side RE de ca We Ca aw eRE Rs Sean's 55 
Se SS te I, RS ic woke oop rk Sais ee OTe IE 39 
MISCELLANEOUS 

BARIS SHOE COMPANY, New York City. ........0...00. 0c ccc ccc cece cece ee ens 54 
Were Cee SA. Lota, hess 6a Sis eB en ee a 55 
eee SEL FOOM VON COURS ict eI oe Eee Nai Co ks 54 
KIRSCH-BLACHER CO., INC., New York City... 6.0.0.0 eee cece cece e eee eee ees 54 
STEPHENSON LABORATORY, Boston, Mass....... HS BS oot, EACLE Ate ay a a 
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(onsiderably Better 


for every Mother's daughter 


ra 
ee mis 


and every Daughter's mother % ie / 


4 


The success of a line may be. credited to the volume of 
pairs sold, and especially the volume of pairs repurchased. 
Consistent re-orders from Kali-sten-iks merchants certainly 
indicate customer acceptance. For this reason, Kali-sten-iks 
are a Capital Asset For the Store. Kali-sten-iks Keep Good 
Feet Healthy, and by doing this, Keep Good Customers. 
Because we put a lot into them, you and your customers 
can get a lot out. In Kali-sten-iks, Smart Style is supple- 
mented by other outstanding merchandising features. If 


you are interested in grading up, feel welcome to write us. 


The Gilbert Shoe Co., 


NEW YORK: 541 MARBRIDGE BLDG. 


Consistently Best 


Brown Calf Overlay Plug Oxford 
Sizes 3% to 9 


Widths AAA, AA, A, B & C. $4.00 





KEEP GOOD FEET HEALTHY 


Thiensville, Wisconsin 


LOS ANGELES: HAYWARD HOTEL 
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This advertisement appears in Vogue in full color, and is part of 


‘the’ Colonial Tanning Company’s national advertising campaign. fea- 
turing the style correctness and fine quality of Colonial Patent Leather. 
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eT 


the backbon 


ONTROL — timing — and balance — any 
3 golfer is all set to develop these funda- 
mentals if his shoes have Spaulding Counters. 
Shoes fitted tightly at the heel will roll smoothly 
with the foot, giving a flowing ease of motion. 
The bug-a-boo of leverage is eliminated. The 
Spaulding Counters are a necessity for golf 
shoes. They are really a necessity for every 
shoe. Their molded last-fitting qualities give 


shoes the greater comfort of better fit. The im- 


ported long-fibre hemp and flax construction 


NO OTHER PART OF THE SHOE MEANS SO MUCH 


EVE 


y walk of life 


makes them flexible and strong. No matter what 
is demanded of a shoe in wear, Spaulding 
Counters will stand-up and make your shoes 
better shoes. There are many sound reasons for 
demanding them. Here are three: Better fit, long 
trim life, and the time-saving feature in the fac- 


tory of truly last- molded counters. 


PAULDING 


Counters 


“Wnade tn North Rochester, N. H. 


» AND COSTS SO LITTLE 
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priced to BEAT competition 


It doesn’t take great shoe manufacturing ability to turn out men’s shoes 
that will retail fairly well. Where shoe making brains does enter, is in 


turning out a men’s line that will beat competition. 


That’s precisely what Endicott Johnson has done. These men’s McKay- 
constructed oxfords have been built of the finest raw materials at Endicott 
Johnson’s unlimited disposal. In addition, the workmen who made the 


shoes, who shaped the lasts and sewed the soles, are craftsmen in every 
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sense of the word. 


Endicott Johnson’s men’s McKays for Fall and Winter will do more 


than help you meet straight price competition. They'll help you BEAT 


IT. For ... dollar for dollar 


that any American shoe retailer can offer. 


1308 —Gun Metal Bal, Double Cord Vamp, Composition 
Sole, 9/8 Rubber Heel, McKay Construction. Sizes 6/11. 
1.55 


1300—Cun Metal Bal, Wing Tip, Composition Sole, 
9/8 Rubber Heel, McKay Construction. Sizes 6/11. 
1.55 


1308 —Same in Tan. 


1313 —Gun Metal Bal, Wing Tip, Composition Sole, 
9/8 Rubber Heel, McKay Construction. Sizes 6/11. 
1.55 


1328—Gun Metal Bal, Wing Tip, Composition Sole, 
Rubber Heel, McKay Construction. Sizes 6/11... L.5& 


1324—Gun Metal Bal, Composition Sole, Rubber Heel, 
McKay Construction. Sizes 6/1l............... 1.55 


1821 —Gun Metal Blucher, Composition Sole, Rubber 
Heel, McKay Construction. Sizes 6/1l.......... 


NEN DICOTT, 
























. . . they are the best men’s shoe value 


and remember: our warehouses are located less than 
24 HOURS from most points in the United States! 









ST. LOUIS, MO, 
NEW YORK CITY 


NY. 















Their Increasing Popularity 
MUST BE DESERVED 


Manufacturers — who make them, 
Retailers — who sell them, 
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Women — who wear them: 


LITTLEWAY All are enthusiastic in their convictions 
LOCKESTITCH as to the merit of Littleway Lockstitch 
PROCESS Shoes—regular construction or Delmac. 


A background of sound shoemaking 
principles is the outstanding reason for 
their continual increase in sales and 
well deserved public approval. 


And for those who prefer 
DELMAC LOCKSTITCH 







And of course 


with we UNISHANK DELMAC LOCKSTITCH 


PROCESS ’ 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON. MASS. 
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.. how Standard Footwear 
for all stewardesses! 


They have to be good . . the shoes for these flying 
feet. They have to be outstandingly chic, light in 
weight, yet built to fit with permanent comfort! 
Walk-Overs were chosen above all others—dramatic 
proof of the instant appeal in Walk-Over’s new, 
greater Fall line. 


Feature the footwear worn by these smart heroines 
of “The Largest Air Line in the United States,” 


and watch your turnover soar. 


We supply you with giant blow-ups, newspaper ad- 
vertisements, publicity and the use of a 
model Flagship to tell this story to every 


prospect in your neighborhood. © American Airlines stewardesses and their new Walk- 
Overs. As shown in dealer newspaper advertisements and 


GEO. E. KEITH COMPANY, CAMPELLO, BROCKTON, MASS. window displays. 


... anew scoop by WALK-OVER! 


e 
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NEW ELASTIC LEATHER 
endorsed by style leaders 


ZEPHYRETTE... Right. A 
high - cut afternoon shoe 
with satin buttons empha- 
sizing the high front line. 
in regular suede with front 
and side gores in shoe 
satin, made with “Lastex.” 





GIRDLE... Above. The 
classic pump which is the 
basis of every smart ward- 
robe. In the new elastic 
suede leather, made possi- 
ble by the use of “Lastex.” 


1936, the famous “Girdle Shoe” of I. Miller & Sons was the sensation 
of the industry. It was and still is a phenomenal seller—a leather 
or fabric shoe with gores of fabric made with “‘Lastex.”’ 19377, I. Miller 
follows through with a still more notable achievement—the whole 
shoe made with elastic leather, an invention of Alfred Vamos, noted 
designer. A chemical process makes tanned leather as elastic as it was 
on the living animal. A backing of paper-thin, finely woven fabric, 
made with ‘‘Lastex,” makes this elasticity permanent. This amazing 
new material revolutionizes shoe making and shoe fitting. It makes 
possible a pump any woman can wear with comfort. Sponsored by 
I. Miller and a group of famous bench manufacturers, elastic leather is 
definitely the biggest thing this Fall. Both these types of shoe, made 
possible by “‘Lastex,” are illustrated here. All shoe materials made 
with “Lastex” are distributed to the trade through Alfred Vamos, 
450 Marbridge Bldg., New York City. Ask your suppliers about 
“Lastex” or write to address at bottom of this advertisement. 





MACAW. .. Above. Novel 
version of the high-cut suit 
shoe with side buckle and 
special walking heel. inreg- 
ular suede with mesh vamp 
inset made with “Lastex.” 







Original Creations by 


I. MILLER & SONS 


New York City. Stores and Agencies, Principal Cities 
United States * Canada ¢ Foreign Countries vi 








WINGFOLD .. . Right. 
Bootee step-in for impor- 
tant daytime occasions, 
with novelty stitching which 

ts the lly high 
line. In the new elastic 
leather, made possible by 


the use of “Lastex” yam. 


















made possible by 
























REG. U. S. PAT. OFF. 






THE MIRACLE YARN THAT MAKES THINGS FIT 


¥ Rubber Products, Inc., 1790 Broadway, New York City 





With the first of|September,-thousands of children in your community will be on their way back 
to school. Most pf them are planning to buy new shoes within the next few weeks. To help you 
serve them with good-looking, long-wearing, finely-built footwear, ENDICOTT JOHNSON gives you 
this last-minute qatalog of “back-to-school” shoes available for fast delivery from stock. 


Plan now, to sell||ALL the school children in your neighborhood. Check through the following three 
pages and place your order TODAY for as many shoes as you may need to round out your stock. 
Our warehouses are less than 24 hours away from most points in the United States. 


CHILDREN’S BU : NESS is a tremendously important factor in a successful, profitable shoe store 
operation. Let ENDICOTT JOHNSON help you to WIN IT and KEEP IT! 


BOYS’ SCHOOL SHOES. . . . . « -© «© «© © «© «© © © «© «© « PAGE 2 


GIRLS’ and MISSES’ Goodyear Stitched . . . . . PaGE2and3 
Giris’ and misses’ WWe(Xays ........ 2...» PAGES 


Mnees CMilchdowns. .. ..... ++ ssc co + SONS 


NNICATT INHNCSAN .. 





Dee teenie eae 


Pe dane Paiiies NC eee eee 


Mier? rN hae 


ee 


aut: 


6561~—Gun Metal Bal, Plain Toe, 
Stitched Vamp, Composition Sole, 
9/8 Rubber Heel, McKay Construc- 
Hon. Bees BPG. cod sscdesciceses 1.40 


6517—Gwun Metal Blucher, Composition Sole, Rub- 
ber Heel, Steel Plate, McKay Construction. Sizes 
BO foc hud J veh skp nda dao lbaenon ee shvetun 1.522 


6517 '/4—Same in Little Gents’. Sizes 9/134%...1.40 
6515—Same with Rubber Heel. Sizes 1/6..... 1.50 
6515 '/4—Same with Rubber Heel in Little Gents’. 
SNR TENIUDS Su au ce cbacivicecthaNevdebiaeseas 1.372 


“ENDICOTT 
JOHNSON 


od 


SCMOOL SHOES 


sake, onan ake] 


Smart boy 


the youngster 
folks by the hand. Stylec has 


Okeke mrs in 


leathers 
Johnson's 


6535—Gun Metal Bal, 


6522—Gun Metal Bal, Two Row; 


Cord Vamp, Composition Sole, 
9/8 Rubber Heel, McKay - 
struction. Sizes 1/6. ......... 1, 


towing their 


long-wearing 


eet Endicott 


of oRUReRERAY 


6520—Gun Metal Blucher, 1 
Row Cord Vamp, Compositio 
Sole, Leather Heel, McKay Co 
struction. Sizes 1/6, ........1,4 


5832—Gun Metal Bal, Oak 
Sole, 9/8 Rubber Heel, Fast 


ee Welt Construction. Sizes 1/6, 


Tip, Composition Sole, 9/8 Rub- 
ber Heel, McKay Construction. 


Sizes 1/6. .:........ 


5860—Gun metal Blucher, Oak Sole, Rubber 
Heel, Fast Welt Construction. Sizes 1/6, Width 


SC er aae 


ne in Little Gents’. Sizes 9/3. 


1630-—Girls’ Gun Metal Oxford, Nickel Eyelets, 


patience 1.40 


6627—Gun Metal Bal, Wing 
Tip, Leather Sole and Heel, 
McKay Construction. Sizes 1/6. 

1.75 





qT le 


A Hellain 
GIRLS "and MISSES 


Goodyear Stibches 


Grey Stitched, 11/8 Leather Heel. Sizes 3424/9. 1.60 


1631—Same in Misses with 8/8 Leather Heel. Sizes 
EERE Ras Soa Sink or a RES 1.35 
1632-Girls’ Brown Side, Blonde Stitched. Sizes 
| RESO AARRT Seek epee RR 1.60 
1633-—Same in Misses. Sizes 1242/3 


1674—Girls' Gun Metal Ghillie Tie, Potent 
Tongue and Vamp pene n/8 Leather Heel. 
ok , Mer rome veerey ue hy ane 1.60 


1675—Seome in Brown Side. Sizes 3/9. 1.60 


All 


1651—Girls' Gun Metal 
Oxford, Gun Meta! Pat- 
ent Vamp and Quarter 
Lacing, Grey Harness 
Stitched, 11/8 Leather 
Heel. Sizes 3/9.....1.60 
1652—Same in Brown 
Side, Brown Patent Lac- 
ing, Blonde Horness 
Stitched. Sizes 3/9. 1.60 


SWAGGER SHOES 


2505—Girls’ Brown Side Oxford, Brown 
Patent Tongue and Instep Strap, Rubber Sole, 
10/8 Rubber Tap Heel. Sizes 2%/9. 1.30 
5035—Same in Misses and Child's. Sizes 


2504—Same in Girls’ Gun Metal and Pat- 
ent. Sizes 24/9 1.30 
5030—Same in Misses and Child's Gun 
Metal and Patent. Sizes 82/2 





CHOMEC AVAII ARIE EOD 9A HA! 


1489—Girls' Brown Side Ox- 
ford, Brass Eyelets,, Grey 
Stitched, Rubber Sole, 10/8 
Rubber Tap Heel. Sizes 3/9. 

1.372 
1488—Some in Gun Metal, 
Nickel Eyelets, Grey Stitched. 


——— 
ENDICOTT 
JOHNSON 


. Sensible’ construction, smart 
styling, fine quality, makes them 
sell on sight. A good selection 


1494—Girls' Brown Side Oxford, Cord 
Stitched Vamp, Ankle Strap, Rubber Sole, 
10/8 Rubber Tap Heel. Sizes 3/9....1,37/2 
1493—Same in Gun Metal. Sizes 3/9. 

. 1.372 


in your windows will bring girls 


Sizes 3/9. ............ 1.372 
| and their parents flocking in. 





1479—Girls' Gun Metal Ghil- Rig é ~ ews = : ™ 
: lie Tie, Patent Tongue and rs be \ 1448—Girls’' Gun Metal Oxford, Patent 
= Vamp Trim, Rubber Sole, 10/8 ms - Vamp Stripping, Oak Sole, 10/8 Rubber 
cher, 7 Rubber Tap Heel. Sizes 3/9. Tap Heel. Sizes 2142/8 
ompositio 1.372 1449—Same in Misses. Sizes 1242/3. 1,30 
cKay Co 1480--Same in Brown Side. 
1706—Girls’ Patent Front Strap, 


Sizes 3/9...........00. 1.37'/2 
Grey Stitched, Oak Sole, 10/8 Rub- 


ber Tap Heel. Sizes 312/8....1.421/2 
1707—Same in Misses. Sizes 1242/3. 
DAMES osrcvciccccsveiecscss 1.30 


mes? 


1741—Girls' Brown Subuck Oxford, Brown Quar- 
ter Panel, Crepe Sole and Heel. Sizes 3/9...1.75 
1743—Same in Black Subuck with Gun Metal : 
Quarter Panel. Sizes 3/9................508 1.75 1437—Girls' Gun Metal Detachable Kil- 

tie Tongue Oxford, Nickel Eyelets, Rub- 


1737—Girls’ Brown Side Oxford, Patent Tip Over 
Tongue, Blonde Stitched, Rubber Sole, 10/8 Rub- 
ber Tap Heel. Sizes 342/9. ............... 1.372 


B 1738—Same in Misses with 8/8 heel. Sizes 1212/3. 


1.272 


1735—Same in Gun Metal, Grey Stitched. Sizes 
WR antecesackagesieticgcevaecnaees 1.372 


ber Sole, 10/8 Rubber Tap Heel. Sizes 
WHEE 6 ov cchecpocs bucugeseaceness 1.372 
1438—Same in Misses with 8/8 Rubber 
Tap Heel. Sizes 12'4/3.......... 1.2712 


1439—Same in Brown Side. Sizes 32/9. 
1.372 


1441—Same in Misses. Sizes 12/3. 


1736—Same in Misses. Sizes 1212/3....... 1.272 1.272 








1638—Girls’ Black Subuck, Nickel Eyelets, 
Gun Metal Strap and Vamp Lacing. Sizes 
WAT ca sssh ek daca ecdtvdcdvivauneietatntoete 1.60 
1636—Same in Brown Subuck Side Strap, 
Brass Eyelets, Brown Side Strap and Vamp 
Lacing, 11/8 Leather Heel. Sizes 3/9. 1.60 
1637—Same in Misses with 8/8 Leather 
Heel. Sizes 1212/3 


his group of smartly styled swagger shoes 

Wer Fall includes important fashion notes you 

£§ . 1] find in the most expensive grades of 
fs’ and women’s footwear. They're RIGHT 

; campus, school, walking, or for wear 

th every new Fall style in tailored clothes. 
1657—Girls’ Black Subuck Side Strap, 


d, 11/8 Leather Heel. Sizes 3/9..1.60 Gun Metal Vamp Trim and Foxing, 11/8 

4 ame in Misses with 8/8 Leather Heel. Leather an ae ae cecetvaes ahs -1.60 

A SED p Err ee 1.35 2 4 } 1653—Same in Brown Subuck. Sizes 3/9. 

18—Same in Brown Side, Blond Harness - ; 1.60 
MDI spc tciecccccscscceses 1.60 


1619 — Same in Brown Side in Misses. Sizes 


iris’ Gun Metal Oxford, Grey Harness 


1658—Girls' Brown Side 
Oxford, Brass Oblong Eye- 
lets, Brown Patent Tongue, 
11/8 Leather Heel. Sizes 
BIR is becnesiecvecsrige 1.60 


1661—Same in Gun Metal in Girls’ 
with Grey Stitch. Sizes 3/9. 

1662—Same in Gun Metal in Misses 
with Grey Stitch. Sizes 1244/3....1.35 


errs 


IVERY FROM CTNCK EOD CELIING NAOMI 





























a et ence iD tive hal Ninth a 


sso? icin OM sensiti 


5027—Misses and Child's Black Elk Oxford, Nickel 
Eyelets, Green Stitched, Rubber Sole and Heel. 


EEE 50 cai ces pcwieswinsckensrskapvoeetty 772 
5026—Same in Brown Elk, Brass Eyelets, Blonde 
Setched. Sizes Gya/2.....2.cscsccsicccoecace 772 





5094—Misses 





5091—Misses and Child's Gun 
Metal Side Strap, Patent Strap 
and Vamp Trim, Oak Sole. Sizes 
Rai sehbeceteucniee 82/2 
5092—Same in Brown Side, 
Brown Patent Trim. Sizes 82/2. 
8212 





5086—Misses and Child's Brown Side Ox- 
ford, Brass Eyelets, Blond Harness Stitch, 
Surewear Sole. Sizes 842/2........... 87/2 
5087—Same in Gun Metal, Nickel Eyelets, 
Blonde Harness Stitch. Sizes 82/2....87'/2 


and Child's 
Patent Front Strap, Oak Sole. 
Sizes 814/2. .........064 822 





ENDICOTT 


JOHNSON 


STITCHDOWNS 


are built to take punishment. Made 
of fine leathers throughout, they're 
built over lasts scientifically designed 
to give complete comfort to growing 
feet. At their amazingly low price, 
they are the finest children’s foot- 
wear value that any retailer can offer. 


5093—Misses and Child's Brown Elk Moccasin 
Oxford, Rubber Sole and Heel. Sizes 8/2. 1.00 


5098—Same in Black Elk. Sizes 8Y2/2........ 1.00 





ZANNY 
12 © 
‘ 

' 


4 





















5367—Misses and Child’s Gun Metal Side Strap, 
Patent Strap, Lasted in Heel, Surewear Sole. Misses 
with 8/8 Leather Heel, Child's with 5/8 Leathe, 
Heel. Sizes 84/2 2.2.0.0... ccc ccc cec ee ceeeeeeeeees 1.00 
5368—Same in Brown Side. Sizes 8%/2...... 1, 
















5369—Misses and Child's ¥ ‘ 
Patent Front Strap. Lasted in 
Heel, Surewear Sole. Misses 
with 8 /8 Leather Heel, Child's 
with 5/8 Leather Heel. Sizes 
og MEI AS ESS Ni ----1,00 


5082—Misses and Child's Gun Metal Oxford, Patent 
Kiltie Tongue, Surewear Sole. Sizes 8'/2/2.....871/; 
5083—Same in Brown Side, Brown Patent Kiltie 
Tongue. Sizes 82/2. .. ......871; 


5084—Misses and Child's Gu 
Metal Oxford, Patent Vamp and 
Quarter Underlay, Surewear Sole 
Sizes 8472/2. ..........-..044 87"2 
5085—Same in Brown Side. Size 
ESS EO eee 87! 
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LIGHTWEIGHT SHOES 
FOR SUMMER COMFORT 


. . « There is no doubt of the smart 
appeal and hot weather comfort found 
in these summer shoes. They are built 
with Celastic, the ideal box toe for 
both men’s and women’s lightweight 
footwear. 


side, Sie . . . Celastic is flexible across the tip 

BY line and shoes so equipped are free 
from loose or wrinkled linings — points 
of vital importance to every shoe 
merchant because they are essential 
to customer satisfaction. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





STOCK 6136-1 
“FOOT-FASHION 
ASSOCIATE” 


Black Moisture- ares Plain Toe 
Blucher Oxford. t Box. Leather 
Lined Vamp. ruil ¢ Gusset. Teath- 
er Heel. WARWICK LAST. 
A8toll 

B7toll 

C-D 6 toll 


STOCK 6176-1 
Same as above in Tan. 


This season finds the “‘Foot- 
Fashion” line of fine shoes 
for men reaching new 
heights in desirable foot- 
wear requirements. The 
smart new lasts which are 
being introduced provide 
comfort and _ well-dressed 
appearance, which are truly 
selling features. 


Along with the more con- 
servative types in the line 
there are shown a wide se- 
lection of the more rugged 
leathers and brogue pat- 
terns. 

“Foot-Fashion” fine shoes 


for men are “In line for 
fall selling.” 
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FOOT-FASHION fine SHOES Re 


take the 
LEAD 


The ALL-LEATHER 
construction of ‘Foot- 
Fashion”. fine shoes 
forymen. ‘assests. itself 
in such” a gratifying 
way from the ‘ con- 
sumer viewpoint as 
to build a valuable 
“repeat” business. 


STOCK 6139 
Black Moisture-Proof Calf 


Hoel. STAFFORD LAST. 
A-B 7 to 12 


C-D 6 to 12 
STOCK 6179 
Same as above in Brown 
O47 SA 


FOOT 
4\ FASHION }} 


= 


STOCK 6138 


Black Scotch Grained Blucher _ 
ford. Imitation Tip. Hard Bo: 
Half Rubber Heel. STAFFORD 


STOCK 6178 
Same in Brown 


© post card will bring our salesman to your store. @ 


EREEDMARN- SHELBY Aen/, 


j 


i i on Ba, ATION ot oe ok OF cum @ OF 
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